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Being part of the world’s leading Market Expansion

Services Group DKSH enables us to provide excellent

services to the brush industry. Large stocks and a wide

range of products as well as just-in-time deliveries

underline our position as the market leader.

DKSH is the global leader in Market Expansion

Services, employing 22,000 specialists in 560 busi-

ness locations all over the world.  We help companies

to grow their businesses in and with Asia, providing all

the knowledge, advice, relationships, and on-the-

ground logistics they need. To find out more about

us and the services of our specialized Business

Units Consumer Goods, Healthcare, Performance

Materials, and Technology, visit us at www.dksh.com.

For more information on the brush industry, please 

contact us at +41 44 386 7900.
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is only 
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here.

Make more in the 
USA.

When the stakes are really 
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Worldwide Integrated 

Resources can improve 

your hand.

Innovating cleaning 

since 1990.

We are all in! 
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How many different types of brushes are there in the world?
This question may never be answered. Gordon Brush, of
Commerce, CA, however, has put this question to the test

since 1951. The company produces an ever-increasing variety of brush-
es to meet today’s infinite demands.
Brushes produced by the Southern California manufacturer are used

in a wide assortment of industries and can be found in over 84 countries.
The company’s brushes have even ended up on the moon and Mars. 
“I continue to be amazed about the breadth of our product range. We

have made brushes smaller than the tip of a pencil and those that are 12
feet long,” Gordon Brush President & CEO Kenneth Rakusin said.
“We have made brushes that were so large that special crates had to be
created. On the other hand, the smallest brush produced by our compa-
ny featured a handle with a single strand of 0.003-inch diameter nylon.
When I show this brush to people, it often takes them awhile for their
eyes to adjust while trying to find that single strand of nylon.” 
Today, Gordon Brush pro-

duces approximately 15,000
different types of brushes and
continually adds to this list to
satisfy a diversity of customer
demands. 
“We make brushes for the

military, aerospace, electron-
ics, the medical field, foren-
sics and many other segments.
Our product lineup includes
brushes for painting, janitorial cleaning, artists and cosmetic applica-
tions,” Rakusin said. “Our brushes have been to different planets, and
on the Space Shuttle. They are used for clean room environments, sur-

gical facilities, and the FBI — the list is bigger than I could ever imag-
ine. I can never do it justice when describing all the uses for the brush-
es that we make.”
Helping customers save money through the use of a particular prod-

uct made by Gordon Brush remains a major goal for the manufacturer.
As an example, Rakusin pointed to a brush made for the Abrams tank
that he said saves the U.S. Army approximately $150,000 per tank. 
“I’m very proud of that as a taxpayer. We make a lot of brushes for

the military as we have been identified as a good source,” Rakusin
noted. “It helps that we are very integrated and can make every part of
a brush in our own facility. Customers know we provide one-stop serv-
ice and deliver products on time and to exact specifications. 
“Our company credo is ‘Made in the USA’ and we are proud of this

fact.  Our other two golden rules are: that we can custom make any
brush that you can imagine; and that Gordon Brush keeps one of the
largest ready-to-ship inventories of standard brushes in the world.”

Along with producing
many types of what are
considered standard brush-
es, custom work plays an
important role in maintain-
ing product diversity at
Gordon Brush. Both cur-
rent and potential cus-
tomers often seek out the
company to help them with
special needs — needs that

only custom brushes can satisfy.
“They tell us their problem and we find, or make, the right type of

brush to resolve the issue. Sometimes a customer will have a drawing

By Harrell Kerkhoff | Broom, Brush & Mop Editor

“We have made brushes that were so large that
special crates had to be created. On the other

hand, the smallest brush produced by our company
featured a handle with a single strand 

of 0.003-inch diameter nylon.” 
— Gordon Brush President & CEO Kenneth Rakusin
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in hand and will simply ask us to produce whatever is on that drawing,”
Rakusin said. “Other times, however, a current or potential customer
has no idea what type of brush will fill their need. In this case, we will
conduct the engineering and create the drawing in order to make the
right brush.”

Storing A Vast Array Of Brush Materials

Gordon Brush can produce brushes made from virtually any
fiber material. This includes brass, titanium, carbon fiber,
nylon and a wide assortment of natural bristles.

“We are capable of making brushes with material that is very cheap,
to extremely expensive, such as
rhodium — in which case we
collect all the leftover post-pro-
duction scrap and return it to the
customer for reuse,” Rakusin
said. 
Natural bristles used by

Gordon Brush, meanwhile, are
kept in a large on-site refrigerat-
ed locker to ensure freshness
and the absence of insects. 
“When we ship products to cus-

tomers, we don’t want to ship bugs as well. It does get warm in
Southern California and bugs can be a problem if not controlled,”
Rakusin said. “There is fiber in our refrigerated room for such items as
artist brushes, cosmetic brushes, industrial brushes — and all can be
easily located through our computer system. For instance, through the
use of our computer, if an employee is looking for brown ox hair that is
40 mm in length, that person will be directed to the right location. The
employee will be able to find the ox hair within a three-foot section on
a shelf rather than having to go through the entire building. 
“There are bar codes in place and computers throughout our whole

factory. Everything we have is part of a bar code system, which tells
where each product is, what it’s made from, etc.”

A Sea Of Machines

While walking through the 51,600-square-foot facility at
Gordon Brush, it quickly becomes evident how the compa-
ny can produce such a wide variety of brush products. 

The manufacturing side of the facility is full of a diverse range of

both new and older machinery, with a lot of the equipment being
manned by employees overseeing the operation of each unit. Other
machines being used by Gordon Brush, meanwhile, are fully automatic
and require no constant attention by the work force. In the name of good
old-fashioned craftsmanship, there are also steps to the production
process for certain types of brushes that are done completely by hand.
Over the years, Gordon Brush personnel have placed a strong empha-

sis on researching and purchasing the right kind of machinery so that the
vast majority of brush production at the company can be done in-house.
“The only work we don’t do in house are those brushes that must be

plated or anodized. We leave those chemical processes to somebody
else,” Rakusin said. “Very seldom do we turn away business since we
have such diverse equipment. Our company also has a full machine
shop where employees can make virtually anything that will aid in the
brush making process. This includes tooling and fixtures.”
Equipment reinvestment remains an important part of business for

Gordon Brush. Rakusin pointed out that the company is always seeking
ways to find greater productivity from both equipment as well as the
employees who operate this machinery. 
“We work to give our employees the right tools. It’s a never-ending

battle of spending money on equipment, but the end result is very pos-
itive. Every time we’ve added a new machine, we’ve added employees
as our productivity grows and demand is high,” Rakusin stated. “It’s
important that we pay attention to what equipment is available on the
market. Since Gordon Brush has such a diverse product offering, we are
constantly looking for ways to make our manufacturing processes bet-
ter, increasing productivity and eliminating waste.”
Although expensive, he added the right new machine will often pay

for itself in a short period of time.
“I sometimes hate to discontinue an older machine that is still in good

working order, but we need the added productivity that a new machine
can often provide,” Rakusin noted. 
He added that Gordon Brush purchases its brush making equipment

from a wide variety of
suppliers. 
“It’s important to seek

the best available equip-
ment for each particular
brush we are making,”
Rakusin said.
After the equipment

purchase is made, both
the machine builder and
Gordon Brush concentrate

on the process of getting that equipment, which often is very large, to
the brush maker’s facility. Machine set up and employee training on the
new equipment are also essential. 
“We will often send our own people over to the factory where the

machine is made. They will then spend a great deal of time learning
how to program, repair and modify that new piece of equipment. They
will also learn the different set-up changes that can be made, and how
to achieve maximum production,” commented Rakusin. “Then,
depending on the machine and the company that made it, we either have
one of their technicians come to our facility to help with the installation
or we will do that ourselves.”

The Art Of Brush Making

Just as there are wide assortment of products produced at Gordon
Brush, there are also many different steps that often must take
place when making these brushes. 

This includes machinery used to produce handles made from differ-
ent metals, such as aluminum. These handles must be properly

Marcelo Hernandez, a machine operator, 
is preparing cylinder brushes for shipping. 

“We work to give our employees the right tools.
It’s a never-ending battle of spending money on
equipment, but the end result is very positive.
Every time we’ve added a new machine, we’ve

added employees as our productivity grows and
demand is high.”

— Gordon Brush President & CEO Kenneth Rakusin
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machined, drilled and sandblasted. They also can be sent off to be
anodized. 
“The goal is to always

provide the customer with
a product that looks per-
fect,” Rakusin said. “There
is a lot of automation
involved here, but we also
do work and inspection by
hand.”
This includes the pro-

duction of Gordon Brush’s
highest quality paintbrush-
es. It is here that hands-on
precision is required from employees well versed in craftsmanship. 
“There is no margin for error. An experienced employee will make

sure the bristles for each paintbrush are all smooth, weighed and that
the (fiber) stragglers are taken out,” Rakusin pointed out.
“The precise amount of material must be used for these
paintbrushes, otherwise the painter will receive a brush that
is too stiff or loose. It’s also vital that no bristles come out
during the painting process. There is nothing more aggra-
vating then using a new paintbrush that leaves bristles on a
freshly painted wall.” 
Most products produced by Gordon Brush, however, are

made with high-tech machinery. With such equipment, a
strong focus on safety for both the worker, and facility, must
be at the forefront of importance. 
Rakusin said OSHA standards require that full operat-

ing manuals, for employees who are certified to operate
a particular machine, be located at all machine stations or
in a log.
“Employees must be properly trained on all machines that

they are assigned. The operating manuals are created in both
English and Spanish,” Rakusin said. “If an employee’s
name is not on a particular list, he/she can’t work at that
machine. We have each machine named and numbered and
show when training was completed for each employee.
“These steps allow our company to guarantee that every

employee using each piece of equipment has learned the

proper safety procedures. It’s important that every person
knows what he/she is doing.”
Fire suppression equipment is also in place for the

machinery used at Gordon Brush. This is particularly
important for those machines that run non-stop.
“With the fire suppression system, we might lose a

machine if it catches on fire, but at least we won’t lose the
entire building,” Rakusin said. 
Another important section of the Gordon Brush facility is

the company’s warehouse, which Rakusin calls, “The
money room.” This is due to the large amount of inventory
on-site — whether it’s raw materials coming in or finished
goods ready to be shipped.
“If it’s in our warehouse, we are either going to make

something out of it or send it out as a finished product,” he
said. 

A History Of Innovation And Growth

Although it's hard to determine how long man has
used brushes, the history of Gordon Brush dates to
1951 thanks to the entrepreneurial spirit, innovative

mind and determination of the company’s founder, Don
Gordon. As with most manufacturers that have been around

for over 60 years, the history of Gordon Brush involves a slow begin-
ning, early success stories and
eventual expansion. 
The company started after

Don Gordon watched someone
else making brushes, became
interested in the industry and
then deciding to become a brush
maker himself.  
“Don was the type of guy

who, if he saw a problem,
would find a solution. He just
kept coming up with ideas on

how to make things,” Rakusin said. “In the
early years, I’ve heard that Don would often sleep in his building after
becoming so involved with setting up a new machine or designing a

Francisco Martinez is shown operating a brush making
machine which is drilling holes into brush handles. 

“We have people who have been here for over 
35 years. Our work force includes brothers,

fathers and sons, sisters, and cousins. We are
able to provide steady employment with good 
pay and benefits...There is a good system in 

place here. It’s also good to not have constant
turnover in employees.”
— Gordon Brush President & CEO Kenneth Rakusin

Guadalupe Limas is shown filling a stainless steel tube with horsehair material,
while William Diaz is filling a steel tube with carbon steel material. 

Both materials are used for applicator brushes.
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new product. 
“Back then, he didn’t have available today’s modern machinery that

takes advantage of advanced hydraulics and computers. For example,
he used a car jack to press together his plywood handles and he would
crank the jack until he felt there was enough pressure. The same con-
cept is used today except
we have the advantage
of modern equipment.”
What Gordon lacked

in advanced technology,
he made up for with
determination and intu-
ition.  
“Don was a very cre-

ative guy and used to
give away brush sam-
ples all of the time. He
would have these brush-
es in his car and hand
them out to people,”
Rakusin said. “I think
that was one of the ways
he felt he could best
advertise. Of course,
back in the 1950s, a long
distance phone call was
expensive and there
were no fax machines or
computers. Everything
was done by U.S. mail.
A company had to mail
out orders as well as lit-
erature. It was harder to
do business back then, but Don found a way to run a successful compa-
ny.”
Even today, despite a strong focus on modern equipment at Gordon

Brush, Don Gordon’s influence can still be found on the company’s fac-
tory floor. This includes a manual twisted-in-wire machine dating to the
Don Gordon era still used for small production runs. 
In 1973, Don Gordon sold the company to William Loitz, who had

just retired as an aerospace engineer for McDonnell Douglas. Loitz was
involved with the moon landings, after which he decided to retire and
look for something else to do. 
“While another company was looking at the financial statements of

Gordon Brush, (Loitz) bought the business from Don Gordon without
ever seeing the numbers. They agreed on a price and William Loitz had
himself a company,” Rakusin said. 
Serving as president,

William Loitz was joined in
his new venture by his son,
Bill Loitz, who soon
learned the brush trade
inside and out.  
“Bill learned how to do

everything that is needed to
make a brush. He now has
39 years of knowledge in
this industry, both with
machinery and how to solve
problems,” Rakusin added. 
Over the years, Bill Loitz made his mark on the company in several

different ways, such as designing special machinery to satisfy particu-
lar Gordon Brush needs. 

“For example, we were making a 10-foot long cylinder brush, but
had no way to trim the product. Bill (Loitz) designed and built a trim-
ming machine himself, as there was no such trimmer available in the
marketplace that we could find,” Rakusin said. 
In 1990, Ken Rakusin left his career with Xerox to join William and

Bill Loitz at Gordon
Brush. Rakusin was
named company
President and CEO
while Bill Loitz held the
title of Executive Vice
President. Eight years
later, in 1998, Rakusin
and Bill Loitz each pur-
chased half of the busi-
ness from William
Loitz. A week later, the
company was moved
from a 22,000-square-
foot building in down-
town Los Angeles to its
current 51,600-square-
foot facility in Com-
merce, CA, located just
outside of the city.
“We had the facility

completely retrofitted to
fit our needs. This
included adding 50
percent more skylights,
and making it meet
current earthquake
standards. We also bet-

ter insulated the building and painted the interior walls white for better
reflection. The goal was to make our facility a great work environment
for employees. After we moved into the building in Commerce, it was
barely filled with equipment. It seemed like you could roll a bowling
ball in any direction and not hit anything but a wall,” Rakusin recalled.
As is common with many successful companies, what once was plen-

ty of square footage inside the Gordon Brush facility has since filled with
machinery, employees and inventory. Free space is now at a premium. 
The company has grown in other ways as well. Since 1998, Gordon

Brush has acquired the Marx Brush line of artist and cosmetic brushes;
Milwaukee Dustless Brush, a janitorial and sanitation brush manufactur-
er; JEK Inc., a brush manufacturer for the printed circuit board as well
as surface finishing and conditioning industries; Redtree Industries, Inc.,
a paint applicator and paintbrush manufacturer and distributor for the

marine and hardware trade;
Brush Supply Company, with
its full line of brushes; and,
most recently, The FootWork
Corporation, which includes
the FootMate™ System. 
“I bought 100 percent of

Gordon Brush on Dec. 31,
2010, along with Milwaukee
Dustless Brush. Bill still has
an interest in some of the
other companies,” Rakusin

said. “He is now semi-retired but plans to work here for three more
years before full retirement.”
Rakusin said he has greatly enjoyed the past 22 years of serving as

Marketing services representatives at Gordon Brush include, 
left to right, Arcie Lockett, Maggie Avellaneda, 

Sonia Rojas and Stephanie Quick.

“I feel many customers like us because they 
know we are capable of providing the type of

products they are looking to use and need. We
don’t really have a marketing arm in Egypt, but 

we are able to sell brushes into that country and
many others. This includes those in Asia, Africa

and Eastern Europe.”
— Gordon Brush President & CEO Kenneth Rakusin

Continued On Page 53
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own custom threading in 
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Interbrush 2012, known as perhaps the most significant internation-
al trade fair for manufacturers and suppliers of machines and acces-
sories for the brush, paintbrush, paint roller and mop industries is

scheduled for May 9-11 in Freiburg, Germany.
Conducted every four years, Interbrush 2012 will be held at the exhi-

bition and conference center know an Messe Freiburg. This modern com-
plex combines more than four decades of event knowledge and experi-
ence with charm and state-of-the-art technology.
According to organizers, Interbrush offers attendees  the opportunity to

become acquainted with all the important trends and innovations of the
brush machinery industry. In addition, at Interbrush attendees will have
the chance to speak face-to-face with many experts and decision-makers
from all over the world. 
Interbrush 2008 experienced 7,000 fair visitors from about 100 coun-

tries. Exhibitors from more than 30 countries were represented at the
trade fair. The number of exhibitors in 2008 increased by 29 percent to
180, with nearly 75 percent of all exhibitors coming from Europe. 
According to Interbrush organizers, attendees viewed complete indus-

trial processing lines, current innovative technologies and various raw
materials and semi-finished products. The increasing number of
exhibitors confirmed the significance of the expansion of Freiburg’s fair
premises as the location of the
Interbrush.
For Interbrush 2012, organizers are

again expecting about 7,000 visitors
and about 200 exhibitors.
Furthermore, in 2012, Interbrush

will extend its exhibition range with
the addition of packaging, cutting,
injection molding and labeling
machines, thus responding to
requests of both visitors and
exhibitors of the fair.
Exhibitors at Interbrush will dis-

play goods ranging from raw materi-
als and half-finished products to
components, machinery and acces-
sories. Raw materials that will be pre-
sented are used in the brush, paint-
brush and mop industries, including
bristles, hair (horse, ox and fine
hair), vegetable fibrous materials,
synthetic fibers, monofilaments, paint roller covers, etc. A wide variety of
half-finished products and accessories for the mop, brush and paintbrush
industries — such as special wires, ferrules, brush backs, handles and oth-
ers — will also be displayed.
Also exhibited at Interbrush 2012, will be the latest in state-of-the-art

machinery to produce all types of brooms, mops, paintbrushes, tooth-
brushes, technical brushes and paint rollers. In addition, injection mold-
ing machines, bristle and fiber processing machines, as well as stamping,
surface treatment and printing machines will be presented.
Speaking at the recent 95th American Brush Manufacturers

Association (ABMA) Annual Convention in Palm Beach Gardens, FL,

FWTM/Messe Freiburg Director Daniel Stowitzki invited ABMA
members to attend Interbrush 2012.
“We expect exhibitors from more than 30 countries around the world

to attend this year’s Interbrush,” Stowitzki said, “as well as around 7,000
to 7,500 visitors from nearly 100 countries around the world.”
Also, at the ABMA Convention, ABMA President Ian Moss encour-

aged members to attend saying, “It is a huge show. If you have never
been; there is nothing like it … it is a great show.”
ABMA will also have a booth at the Interbrush convention where atten-

dees can store briefcases or just relax. There will be a reception on
Wednesday (May 9) at 10 p.m. hosted by Interbrush and ABMA.

Freiburg Welcomes Visitors

Freiburg is one of Germany’s most popular cities to visit and is the
center of a vacation region that includes southern Germany and the
nearby countries of France and Switzerland. Freiburg is often

associated with the famous Black Forest region, with its traditional cher-
ry-and-chocolate gateau and cuckoo clocks.
The city, with a population of about 215,000 people, is located on the

western edge of the Black Forest in the immediate vicinity of France and
Switzerland. Due to its geography,
Freiburg, considered the warmest
city in Germany, boasts a sunny cli-
mate and easy access to the Black
Forest, making the city a hub for
regional tourism.
As a university town, Freiburg

offers a wide selection of cultural
events, restaurants, coffee shops,
museums and art galleries. The
area’s pleasant climate allows for
extensive wine growing. Freiburg’s
traditional cuisine is based on white
asparagus (Spargel), river trout and
“kässepätzle” (a cheese-covered
dish of noodles).
In the center of Freiburg’s “old
city” is the Münsterplatz, its
largest square. A farmers market
takes place there every day except
Sundays. This is the site of

Freiburg’s Münster, a gothic Minster Cathedral constructed of red sand-
stone, built between 1200 and 1530. The Freiburg Münster is known for
its towering spire that can be seen from miles around.
Freiburg is located in the middle of a dense network of international

airports. EuroAirport Basel-Mulhouse-Freiburg is located in nearby
France, about 40 minutes from Freiburg. In addition, Frankfurt
International Airport in Germany, one of Europe’s largest hubs, is a two-
hour train or car ride from Freiburg. Trains leave from the airport’s long
distance train station to Freiburg on a regular basis. Trains also arrive in
Freiburg from many other locations in Germany, France and Switzerland.

People from all over the world will attend
this year’s Interbrush in Freiburg, Germany. 
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Borghi, a global leader with over 60 years of history in the brush
industry for manufacturing machinery and technology, continues
to grow through its continuous evolution, where partnership has

been the winning strategy.  
With the aim to help its customers face the growing expectations of the

market, Borghi has given birth to “The Brush District,” pooling its expert-
ise with Techno Plastic and Unimac. These two companies specialize

respectively in the production of monofilament extrusion lines and
machinery for manufacturing power brushes, and machinery for the pro-
duction of metal handles and telescopic poles.  
The cooperation among these three companies, now located on the

same premises, can offer the brush industry a pool of partners of excel-
lence for a 360-degree view of solutions.
Borghi’s solutions originate from a careful and active dialogue, and a

deep analysis of customer needs, carried out by an experienced staff, able
to turn every request into a winning solution. At Interbrush 2012 for the
first time altogether, Borghi, Techno Plastic and Unimac will be exhibit-
ing everything in one place from their elegant booth. Visitors will find a
pleasant mix of Italian hospitality and High technology, including:

n The new BorghiMATIC Concept, which is an innovative system to
robotize separate machines (drilling/filling and trimming/flagging),
reducing to the minimum level the labor costs in broom and brush pro-
duction operations.  The ratio of price-to-performance is incredibly attrac-
tive for those manufacturers looking for a higher savings with a reason-
able, additional investment;

n The new PITAGORA machine, for the production of technical and

industrial brushes, features the concept of the three-station turret for load-
ing and off-loading the block/brush in absolute safety. Pitagora is able to
produce technical products such as cylinder brushes and lag brushes with
a maximum length of 1220 mm (48 inches) as well as disc brushes with
a maximum diameter of 610 mm (24 inches). The innovation with the tri-
angular-shaped “Pitagora” is that the machine also incorporates automat-
ic trimming onto the load/unload station; and,

n The new SHELL is the ultimate evolution in technology for spe-
cial machinery. The SHELL machine is able to work every kind of
fiber, but it becomes very competitive when working abrasive fibers as
the filling tool works independently from the drill. This innovative
process allows the operator to clean the filling tool during the working

Borghi’s all new JUPITER is capable of producing all types of brushes and is geared toward Industrial Brush Manufacturers.
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cycle, therefore reducing tool wear and tear.
To make another important step toward complete satisfaction for cus-

tomers, Borghi has studied and will present at Interbrush 2012 the ideal
machine for “beginner” manufacturers that need
the highest level of versatility at the most rea-
sonable price. This new line of machines named
“EVO” comes as the result of the experience
achieved with all previous vertical machines,
granting the standard Borghi versatility. 
At Interbrush 2012, Borghi is set to exhibit as

well the new restyling of its best selling
machines such as STAR-V2, STAR-R32,
ARCHIMEDE, AB4/2TWIST and JUPITER.
On the other hand, Unimac will display its

handle assembling machine model H4U, which
allows extremely quick changeover from wood
to aluminum poles — or to plastic-coated/pow-
der-coated painted steel handles — perfect for
short runs of a huge variety of handle products.  
Unimac will also have on display a manual-

ly loaded, highly versatile machine used for the
production of power brush sectors made of
crimped steel filaments, abrasive filaments,
synthetic fibers or vegetables fibers. Of course,
Unimac offers a multitude of machines and so,
information on other Unimac technology will
be available.

Techno Plastic will have many innovations to
present during InterBrush. Because its equip-
ment is very large, the company won’t have a
complete monofilament or strapping band pro-
duction line on hand, but visually, it will be able
to show this equipment through informational
kiosks. 
Innovation and automation continue to grow

in the sector for monofilament extrusion as well
as the sensitivity to ecology and sustainability.
This is true in regard to the lines made by
Techno Plastic that use post-consumer waste to
produce excellent quality brush fibers.
InterBrush 2012 is considered by the sup-

pliers to the brush industry as the “Olympics
of the Brush Industry.” It is three days of run-
ning machinery, presenting technology and
exhibiting raw materials and supplies —
exclusively for manufacturing companies of
the brush industry. Certainly, it’s an event not
to be missed, and well worth the time and dis-
tance to travel.

Looking forward to seeing all of you at InterBrush 2012 and at the
largest exhibit in Freiburg, the Borghi, Techno Plastic, Unimac booth in
Hall 3… the Brush District.

The STAR-R32 machine has been completely restyled for 2012
and has some added, innovative features.

The STAR-V2, Borghi’s most versatile double-head machine, gets a make-over 
with more ergonomic features and a new guarding system.

Borghi s.p.a.:
Via Cristoforo Colombo, 12, 

Loc. Cavazzona, 
Castelfranco Emilia 

(Modena) 41013 ITALY
Phone: +39-059-953-3911
Fax: +39-059-953-3999
E-mail: info@borghi.it 

Web site: www.borghi.com
Contact: Paolo Roversi – Sales Mgr.

For Machinery Sales 
in the USA & Canada, 

Contact: 
Bodam International Ltd.: 

903 Cirelli Court, 
Aberdeen, MD 21001, USA
Phone: +1-410-272-9797
Fax: +1-410-272-0799

E-mail: bodam@bodam.com
Web site: www.bodam.com

For Spare Parts and Service 
for Borghi equipment 
for the USA & Canada, 

Contact:
Borghi USA, Inc.; 
903 Cirelli Court, 

Aberdeen, MD 21001, USA
Phone: +1-410-272-9797
Fax: +1-410-272-0799

E-mail: info@borghiusa.com

PAGE 18 BROOM, BRUSH & MOP March/April 2012

Contact Borghi At:
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The ZAHORANSKY brand stands for state-of-the-art technology
in mechanical and plant engineering. As a full-line supplier of
injection molding tools, automated solutions, packaging

machines, tufting and finishing machines for toothbrushes, brushes and
brooms, ZAHORANSKY guarantees highest quality, reliability and spe-
cialist know-how.
For over 100 years, the ZAHO-

RANSKY name has stood for reliabil-
ity, precision and sophisticated tech-
nology. The constantly increasing
demands made by customers is the
engine that drives the innovative,
rapid and extremely successful devel-
opment of ZAHORANSKY. What
was once a small, family-run opera-
tion has grown into a full-fledged
enterprise with operations spanning
the globe.

The Art Of Technology
The exhibition stand will become

an art show of machines, of works of
art and of innovations. At Interbrush
2012, ZAHORANSKY will present its technology from a different angle.
The combinations of art and handcraft, of aesthetics and function are what
characterize this company from the Black Forest region (Todtnau,
Germany). 
These ideas have been processed in a special way for the appearance of

the approximately 1000-square-metre ZAHORANSKY exhibition stand.
In addition to the more than 10 machines on display, visitors can expect
specialists from all areas of performance as well as com-
prehensive information on the whole product spectrum.

ZAHORANSKY will introduce the "Art of
Technology" at Interbrush in May:

Household & Industry — 
The Production That Never Sleeps 

• Fully automatic;
• Very high output.
Packaging — Packed, Protected, Marketed

• Give us a number – we make it happen;
• Easily opened;
• More efficiency — 20 percent savings in materials.

Oral Care — Less Sometimes Is More
• Anchorless toothbrushes;
• Tool-less manufacturing;
• No human touch production.

Injection Molding — Shape The future
• Efficient, flexible and future-proof solutions;
• Customized molding concepts - Platform Line,

Basic Line.
Open House

On Saturday, May 12, ZAHORANSKY will open its
Todtnau headquarters for an open house exhibition. The

ZAHORANSKY open house exhibition will give visitors a deep insight
into its machines and processing equipment as well as the manufacturing
and assembly processes. Following the presentation at Interbrush, this
will present a more rounded and also sociable conclusion. A varied frame-
work program including food and drinks for visitors’ well-being, togeth-

er with the wonderful Black Forest ambience, will
round off the function.

Machines To Be Exhibited:
• Z.SHARK twin — 60 toothbrushes per minute

at reasonable investment costs;
• Z.TIGER 8225MT — The new standard in

fully automated brush production; and,
•  Z.LYNX 3 — the one and only for production

of closed loop twisted brushes - fully automated.
Also to be exhibited are: Z.LYNX 1, Z.LION

3215, Z.WASP 2 and US8RMZ.
The open house program will include:
• Barbecue & draught beer;
• Helicopter flight over the beautiful Black

Forest;
• Presentation of apprentices and their job

descriptions;
• Company tour;
• Face-to-face discussions with ZAHORANSKY technology special-

ists; 
• Raffle drawing for an Apple iPad during the open house exhibition;

and,
• Transport by motorcoach from Freiburg to Todtnau and back. 

ZAHORANSKY’s booth at Interbrush 2012 will include over 10 machines on display 
as well as comprehensive information on the company’s entire product spectrum. 
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IDM
For mass production of twisted-in-wire

interdental and mascara brushes

boucherie USA Inc.
8748 Gleason Road
Knoxville,TN 37923
Phone 865 247 6091
Fax 865 247 6117
E-Mail john@boucherie.com
Web www.boucherie.com 

boucherie Latin America
Kra. 104 No. 11-25 Apto 102
Puerto de Hierro
Cali, Colombia
Phone 57-2-333-6873
E-Mail andres@boucherie.com

> NEW : with increased output up to 
3600 brushes per hour with 
re-engineered twisting station

> Maximum efficiency and perfect accessibility because of index 
table principle

> No transfer or reclamping of brushes
> Optimized use of bristle and core wire
> Simple change-over
> Requires a minimum of floor space
> Available with spool-feed or with fibrebox for pre-cut fibre

USA INC.

ADV_idmA4_USA_0910  24-09-2010  14:20  Pagina 1

Machinery For Household And Technical Brushes

Boucherie is a technology company offering unique solutions for
the brush industry. Its proprietary Anchor Free Technology (AFT)
allows brush mak-

ers to manufacture brush-
es with unique design
options in an efficient
way, using different mate-
rials for filaments and
brush block. Boucherie’s
AFT is available for the
production of household
brushes. 
The company’s TCU/

CNC machine line is
capable of handling such
products as nailbrushes to
24-inch brooms — all at
speeds up to 600 RPM or
1,200 tufts per minute.
TCU’s modular concept,
which permits a machine
to be reconfigured for
vastly different brushes and for different levels of automation, has now
been well demonstrated. 
The TCU-CNC range of machines has been further extended by the

introduction of the TCU-SL/CNC and the TCU-T/CNC for special appli-
cations such as angled brooms and street brooms.
With the single-header SCU-CNC, Boucherie provides a small versa-

tile machine for making industrial and hygienic brushes. The SCU will
handle disk brushes as well as plate brushes, and can be converted to a
household brush machine for short production runs in a matter
of minutes.

Toothbrush Production Lines And Work Centers
Boucherie has developed a variety of toothbrush manufac-

turing equipment. Production machines range from the very
affordable TB3-A/CNC, through the TB3-TS and TB3-FS
(which are economically priced, full production lines for less
demanding applications), to the highly automated and sophisti-
cated TB3-FM and TB3-FM/L.
All of these single header machines now run at continuous

speeds up to 1,000 tufts per minute. For the highest production,
Boucherie offers the double-headed TB32-FM4/CNC and
TB42-FM/CNC, which will produce up to 50 finished brushes
per minute.

Anchorless Toothbrush Production 
Lines And Work Centers

In the field of machinery for the oral care industry, with the
introduction, further development and refining of the AFT/CNC machine,
Boucherie has established a leadership position in anchorless technology.
The AFT/CNC is the first machine for tufting toothbrushes without

using anchors, according to Boucherie. Block tufts, strip tufts and
various combinations of tuft angles widen the range of design options
for toothbrush heads, and pre-end rounding of bristles makes the

product quality superb.
The AFT/CNC is the more automated variant of this machine, while

the AFT/SD line requires more labor. 
According to Boucherie,

the AFT-IMT was the
world’s first commercially
available in-mold technolo-
gy for the production of
toothbrushes, and offers the
advantage of all in-line pro-
duction from filament and
pellets to finished brushes.

IDM Machines
The IDM is a compact

carousel machine for the
high-speed production of
inter-dental and mascara
brushes, making up to 60
high quality brushes per
minute. An integrated vision
system for automatic inspec-
tion of finished brushes is
also available.

Injection Molds 
Boucherie produces single component molds; multi-component molds

with manual or automatic transfer; and multi-component, high cavitation,
valve gated, hot runner stack molds. Boucherie molds are used to produce
a wide range of consumer, medical and engineering products.

Packaging Machines 
Form, fill and seal blister packaging machines are available in heat seal

and high frequency seal versions for toothbrush and personal care brush-

es. They may be operated as stand-alone machines or integrated into one
or two tufting machines.
This, and many other innovations, will be demonstrated in Freiburg,

Germany during Interbrush. The show is always the place where new and
exciting technology is introduced, so who knows what Boucherie will
bring to Interbrush this time?

The TCU-CNC is a high speed machine
with ergonomic-friendly features.

Boucherie’s Anchor Free Technology now allows for the production 
of different types of brushes without the use of anchors or staples. 

The AFT/CNC
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interdental and mascara brushes
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Bizzotto Giovanni Automation will be
showcasing equipment during Interbrush
2012 in Freiburg, Germany (May 9-11) at

booth 4.1.3. Visitors to the booth will receive
closed-cycle machine demonstrations and a gift.
Bizzotto works to provide customers with the best
fitting equipment.
The story of Bizzotto began in 1957, when the

founder, Giovanni Bizzotto, turned his garage into a
small artisan shop dedicated to the construction of small manual wooden
brush making machines for local clients. Thanks to his passion for mechani-
cal equipment, innovative machines and revolutionary technical solutions
permitted improved quality and an increase in production of the articles for
which themachinerywas designed to produce.
Today, due to constant technological research and development, and

putting to good use the precious experience
achieved after many years of hard work, Bizzotto
has evolved to become one of the most original
realities in the mechanical, industrial sector. 
After half a century of dedication, passion and

care for the manufacturing industry, Bizzotto con-
tinues to provide revolutionary and profitable tech-
nical solutions to customers all over the world.
UnderstandingCustomers’SpecificNeedsAnd

Providing State-Of-The-Art Solutions — This is
Bizzotto’s philosophy, a family-owned company that has widened its hori-
zons by presenting itself as a supplier of totally customized machinery for
different industrial sectors. It has focused on qualitywith a complete partner-
ship with the customer, which expresses itself in the capacity to understand
the needs of customers and provide themwith “made-to-measure” solutions.

Experience In The Sector, Complete Advice And State-Of-The-Art
Solutions. Is This What You Are Looking For?

Precise teamwork is what the Bizzotto
Company puts into the field to support customers
in every step of the production process and to
implement truly customized solutions. This sup-
port includes:
The Solution Area — A complete staff, with

specific competencies that range from design to
engineering, supports the customer in the evalua-
tion of possible product ergonomic and technical
improvements for which machinery and specific
automation is to be created. This consultation can be very useful since it
is based on the rich experience learned by the company.
The Engineering Area — Once the final specifications of the item to be
produced or to be assembled are identified, the team of designers and
electronic experts apply the most suitable technical solutions and automa-
tions for the machinery. A sophisticated computer net allows a strict coop-
eration between the different departments. This guarantees a constant
updating in any phase of the project and the application of the most inno-
vative and reliable technologies.
Manufacturing—Eachcomponentof themachine isproducedwithgreat

care, bothwithin the in-house specialized departments andwith the coopera-

tion of reliable partners. After careful and accurate
controls, the final assembly of the parts and the test-
ing take place.
All of this is carried out in total observance of

safety standards that are in force, with particular
care taken to simplicity of use and of mainte-
nance. Finally, a team of highly qualified techni-
cians attend to the installation and start-up of the
machinery and any automation that is needed.

This is done all over the world.
Assistance: The availability of a technical staff for maintenance and service

of machinery and automation in every part of the world is immediate. This is
done inparticularviamodemdirectlyon theelectronic systemorvia the Internet,
on IPnode, and tele-service supports (alsowith video conference) that allow the
immediate location of the problemand anypossible upgrade of themachine that

can be carried out.
Spare Parts Service:Aspare parts warehouse is

providedwithacomputerizedsystemfor therecord-
ing and the control of the availability of any spare
part. This assures prompt retrieval and timely ship-
ping to the customer.

Bizzotto Is Specialized 
In Three Main Sectors 

Handle Machinery Sector: Sanders, chuck-
ing machinery (i.e. doming, tapering, tenoning, threading, end boring,
cross boring, etc.); painting machinery (lacquering); labeling systems;
and packing machinery for the production of wooden handles.
Completemachinery lines for theproductionofmetalhandles, starting from

theflatsteeloraluminumbandcoil,includingpaintinglines,machinesforassem-
bling the various plastic inserts (hanger tips, thread inserts,mop inserts, tapered
inserts, etc.), boring, deforming and cutting, as well as labeling systems and
machines forpackagingwith theuseofdifferent systems, even robotized.

Woodworking Machinery Sector: Profiling
and shaping machines; boring and tapping
machines; and sanders for the production of
broom and brush blocks, paintbrush handles and
similar items.
Industrial Automation Sector: Customized

machinery for the preparation, positioning and assem-
bly of particular products and accessories for the
cleaning industry (mops, floor scrubbers, detergent
dispensers, velvet lint brushes for clothes cleaning,

adhesive lint brushes for clothes cleaning, toothbrushes/accessories, etc.,) auto-
motive industry and the kitchen appliance industry.

BIZZOTTO GIOVANNI AUTOMATION srl
Via Buonarroti, 67

35010 Paviola di S. Giorgio in Bosco 
(Padova) – Italy
+39 049 9451067

Fax: +39 049 9451068
Email: info@bizzottoautomation.com
Website: www.bizzottoautomation.com
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Despite the challenging business environment, DuPont is in a con-
fident mood as it moves to the 2012 Interbrush expo with its
multi-segmented DuPont Filaments business, showcasing the lat-

est in its offering of specialized synthetic filaments for the abrasives, cos-
metics and fine filaments, paintbrush and toothbrush markets.
“Interbrush is clearly the premier trade show for the filaments industry.

It gives DuPont a key opportunity to display the impressive progress
made in product development and
innovation, and demonstrate the
difference that our multi-million
U.S. dollar investment in manufac-
turing capacity expansions has
made since the last show in 2008,”
says Hok Hoh Wong, CEO and
toothbrush segment leader, DuPont
Filaments. 
“In response to strong globaliza-

tion and innovation by our cus-
tomers, DuPont is in an excellent
position to support them with our
global reach in sales, marketing,
technology and manufacturing.
Although the global economic pic-
ture remains uncertain, we expect to
see strong demand growth in Asia,
and our significant presence in the
region allows us to respond rapidly
to customer needs.” 

Most Global Supplier
DuPont is a premier global supplier of brush filaments, by virtue of its

manufacturing, sales, marketing, product offering and development capa-
bilities, particularly in the Americas and Asia-Pacific regions. The com-
pany has established a record for reliability in
the brush markets it serves, enabled by its
upstream polymer integration, its multiple
supply sites and a manufacturing base that is
set-up to provide flexibility in product types. 
“We continue to invest to support growth,”

says Hok Hoh Wong. “Our latest fine fila-
ments line in Shenzhen opened in 2010, and a
new toothbrush line in Wuxi, China, started
up at the end of 2011. These two new manu-
facturing assets have significantly improved
our capability to produce a wider variety of
products outside of North America.”

Welcome To The Global
Collaboratory™

DuPont is applying its broad range of sci-
entific knowledge and expertise to the
world’s greatest challenges, collaborating
with others to provide the solutions that make
the world a better place. It accomplishes these
objectives by working with customers and
applying the company’s global capabilities in

application development, polymer technology, innovation and operations.
This article reviews the DuPont Filament business segment by seg-

ment, and highlights the latest product advances from the company’s
broad portfolio of clean and safe synthetic filaments for many different
brush applications, found at the DuPont stand 2.1.9. at Interbrush 2012.  

Premier Supplier Of Toothbrush Filaments 
DuPont is a premier supplier of filaments to the toothbrush industry,

offering a broad portfolio of innova-
tive, high quality, high performance
products in many standard colors. A
highlight at Interbrush 2012 are
DuPont™ Tynex® StaClean™ anti-
microbial filaments containing
antimicrobial additives to inhibit the
growth of bacteria, enhancing dental
health and well-being. StaClean™
filaments meet U.S. Environmental
Protection Agency (EPA), U.S. Food
and Drug Administration (FDA) and
European food contact requirements.
Third party testing has demonstrat-

ed that the amount of Escherichia coli
and Staphylococcus aureus bacteria
present was found to be consistently
lower for StaClean™ compared with
a control sample of a leading compet-
itive antimicrobial toothbrush fila-

ment. Tynex® StaClean™ heads up DuPont’s broad range of FDA-com-
pliant filaments for the oral care industry, sold under the Tynex® and
Herox® trademarks for manual, electric and inter-dental toothbrushes.

Dynamic Growth In Cosmetic & Fine Filament Brushes 
In the cosmetic and fine filament sector, DuPont offers an almost lim-

itless variation in filament flexibility, stiff-
ness and softness for face, mascara and nail
brushes; and a beneficial alternative to ani-
mal (or natural) hair brushes. Marketed under
the DuPont™ Natrafil® brand, these sophis-
ticated synthetic filaments offer the look and
feel of natural hair with equal or better pick
up and release performance, but without the
imperfections inherent to natural products.
Natrafil® filaments complement a broad
range of Tynex® filaments, and anticipate
the big return to popularity of twisted fila-
ment mascara brushes.
DuPont’s close collaboration with down-

stream partners has led to the development of
some notable high performing quality brush
ranges. The success of leading brand prod-
ucts has created increased demand now met
by the company’s additional fine filament pro-
duction line in Shenzhen, servicing a dynamic
and growing global market for cosmetics.

DuPont™ Tynex® StaClean™ anti-microbial toothbrush 
filaments contain antimicrobial additives to inhibit the growth of

bacteria, enhancing dental health and well-being.

Make-up brushes with DuPont™ Natrafil® 
filaments offer the look and feel of natural hair
with equal or better pick up and release per-
formance, but without the imperfections. Continued On Page 54
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Supplying a wide range of items that can help com-
plete any customer’s cleaning products line is
G.D.F. di De Franceschi Gabriella & C. sas., of

Bazzano, Italy. Along with other offerings, the compa-
ny provides standard plastic blocks for brooms, brush-
es, floor brushes, squeegees and other articles. This
includes natural varnished plastic blocks and solid plas-
tic blocks available in a wide range of colors — all pro-
duced by Mileva, of Italy.
G.D.F. President Gabriella De Franceschi said her

company continues to receive a lot of interest regarding
Mileva’s wide range of plastic
blocks, which are also very
cost-competitive. She looks
forward to meeting both cur-
rent and potential customers
about these products during
Interbrush 2012 on May 9-11
in Freiburg, Germany. 
“I feel Mileva is the best

and most reliable producer of blocks in Italy. I have
worked for them for many years,” De Franceschi said.
“Mileva is the manufacturer for all the plastic blocks
that G.D.F. sells. My job is to group together these
goods for customers. I can help these customers save
money on transportation costs and to only have to pay
one supplier.”
She added that color options are more in demand

today when it comes to blocks used for a wide variety
of brooms and brushes.
“With the blocks we are providing, adding just a rea-

sonable extra cost to the price of natural foamed plastic,
customers can have their choice of colors without pay-
ing a high extra amount for the painting of the blocks.
Since our blocks are plastic foam molded, our cus-
tomers can save money,” De Franceschi said. “Usually
plastic foam is made of gray or yellow, but not in the
wide variety of colors that we offer. It’s all about new
technology. We have received a lot of interest regarding
the difference between painted blocks and our colored
plastic foamed blocks. It takes time to understand the
possibilities.”
Along with its block line, G.D.F. also supplies such

high quality cleaning items as extension poles, special-

ty buckets, dust pans, mops and metal handles. These
products are shipped throughout the world.
“Business has been good and our products are enjoy-

ing strong demand,” De Franceschi said. “What is
important is that our customers know that I have been in
this field for many years now, including 29 years with
G.D.F. It’s always a pleasure to work with our cus-
tomers.”
De Franceschi started G.D.F. in 1983 after gaining

experience in the field of synthetic monofilaments. The
aim of the company remains the same — to provide

brush and broom makers with
components so that they can make
their products from one source.
“After working for some of the

major Italian monofilament com-
panies, I decided to become a
sole trader with the main objec-
tive of grouping together all of
the necessary components for

customers and servicing the worldwide market with
quality products, reliable service and competitive
prices,” De Franceschi said. “Long-term agreements,
most of them on an exclusive basis with my specialist
suppliers, provide my company with products featur-
ing required standards and special prices for competi-
tive sales.”
She added that caring about customers’ needs, along

with quick service and offering good quality at compet-
itive prices, all help separate G.D.F. from the competi-
tion. Improving on the company’s ability in these areas
continues to be an increasingly important goal.
“It’s also important to inform customers about prod-

uct solutions which are already present on the market,”
De Franceschi said.

Contact: 
G.D.F. di De Franceschi Gabriella 6 C. sas, 
Via Mazzini, 27, 40053 Bazzano, Italy.

Phone: ++ 39 051830189;
Fax: ++39 051830263;
Mob: +39 3405743265.

Email: gdf@gdf.co.it. and gdf@gdfsrl.eu.
Website: www.gdf.co.it and www.gdfsrl.eu.
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Hahl Pedex is an innovative, quality and service driv-
en manufacturer and supplier of synthetic filaments.
Its products are used in many different fields. This

includes dental care, in the production of technical textiles and
in the brush and tool making industry. Furthermore, Hahl
Pedex operates on a global scale as its sites in Germany and the
USA offer customers unrivaled service through an internation-
al sales network.
The Hahl Pedex stand at this year’s Interbrush (Hall 2, Stand

2.1.1) is divided into three main areas, which represent three of
the company’s business segments relevant to visitors at the
exhibition. 

Synthetic Brush Filaments: 
Because A Workman Should Never Blame His Tools 

Hahl Pedex offers not only the world’s widest range of brush
filaments, but also many other items for the most demanding
applications.
Its standard stock range located in the company’s fully

automated warehouse in Munderkingen, Germany, has long
since been a stable source of non-abrasive filaments for the
European brush industry. This stock policy has now been
adopted by the company’s U.S.-based site in Lexington, SC,
and enables all customers to source a wide variety of prod-
ucts in quick time and in any quantity. The diameter range
at Hahl Pedex runs from 0,075mm (.003”) – 3,50mm
(.138”).
Polymer types include Nylon 6, 6.6, 6.10, 6.12, Polyester

PBT and LDPE. High-tech polymers include UL94 V0 rated
flame retardant, high temperature resistant Nylon, PPS, PEEK,
conductive and anti-static Nylon.
Hahl Pedex’s experienced teams at each location offer tech-

nical support and advice on the best products to suit customers’
applications for industrial, food hygiene and household brush
manufacture.

Abrasive Filaments:
The Right Choice When The Going Gets Tough

Deburring, polishing or sanding; machining, cleaning or
structuring; steel, stone, aluminum, porcelain, wood, hard
metal, concrete or even granite — customers looking for abra-
sive filaments should talk to Hahl Pedex.
The company’s in-house developed brands Hahlbrasif®,

Abralon and Abrafil® stand out through their consistent diam-
eter control, even-grit distribution, grit load and, obviously,
through their abrasive properties. 
Abrasive filaments from Hahl Pedex are manufactured from

Nylon 6, Nylon 610 and Nylon 612 polymers and are available
in SiC, AO, ceramic, diamond and DIAMIC grit. Availability-
wise, customers will not just find the standard grit sizes from
36 – 1000, but on request the option of all diameters and grit
size combinations. The vast majority of Hahl Pedex’s range is
available for immediate delivery from stock.
Because officials from Hahl Pedex like to go the extra mile,

customers will also find co-extruded abrasives with up to 5
ends and a Bilon® range, which considerably extends the life-
time of brushes and tools working in high alkali solutions. 
Hahl Pedex’s brand new product, Abrasive H T 150, will be

showcased at Interbrush for the first time. This high tempera-
ture abrasive filament demonstrates four-times better abrasive
performance than standard 612 abrasive filaments at high tem-
peratures — making it perfect for applications where smearing
is a problem. 
So you see, when the going gets tough, we really are there

for you.

Dental And Personal Care Filaments:
Customer Care — In The Best Possible Sense Of The Word

Hahl Pedex offers over 25 different types of filament, made
using the latest technology, from innovative materials and in
2,820 possible Pantone colors for toothbrush manufacture.
The company’s standard dental care filaments are made

from Polyamide 6.12 (Medex S®) and Polyester PBT (Dentex
S). At the same time, Hahl Pedex can call upon its extensive
experience of co-extruded production, and it holds patents for
more than 10 different items.
Its range of innovative dental care filaments incorporates

mixed filaments, co-extruded using side-by-side technology,
core and sheath, spiral or defined flagged, textured filaments,
chemically tapered filaments, crimped filaments, foamed fila-
ments and filaments containing functional additives.
For interdental and cosmetic brush applications, Hahl Pedex

offers Nylon 612 on spools in a diameter range from 0,05mm
(2 mils) – 0,30mm (12 mils), packaged to run on the latest
brush making machinery.
Visit www.hahl-pedex.com or Hahl Pedex’s Interbrush booth

at Hall 2, Stand 2.1.1 for more information. 
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PMM is a private company, which
continues to be led by its founders,
with 36 years of experience dedicat-

ed to the production of quality engineered
synthetic monofilaments.  During this time,
PMM has developed a strong relationship
with its customers, learning and evolving
together in order to meet the requirements

of the most demanding markets.
PMM’s solid financial structure has

been crucial to maintain its independence
and strengthening its bonds with critical
suppliers and other business associates. As
a consequence, PMM has developed a
solid reputation worldwide.

PMM plant staff and engineers express
their technical passion on their daily work;

they love what they do and feel proud
about the growth their company has expe-
rienced since it started exporting in 1994.
Their job is a curious mix of artisan skills
and high-end technology, always oriented
toward offering a customized product to
their customers.

According to PMM, its customers
receive the benefits of:

n Dealing with an ISO 9001 and ISO
14001 certified company;

n A personalized customer service, plus
the smallest minimum lot and the shortest
lead time of this industry;

n A R&D team that collaborates with
clients and raw materials’ suppliers, develop-

ing exclusive projects such as new materials,
innovative colors, special filament profiles,
customized packaging and labeling, etc. In
addition, this R&D team is supported by a
group of expert international consultants;

n Options for toothbrushes. For exam-
ple, a wide range of calipers (0.004” to
0.012”), more than 150 FDA-approved
vibrant colors for Polyamide 6.12 and
Polyester PBT, special filament profiles
(available on an exclusive basis upon

request), Polyamide 6.12 and Polyester
PBT antimicrobial filaments, and materi-
als in hanks and spools, etc.;

n Alternatives for cosmetic brushes,
such as filaments in calipers 0.0025” to
0.012,” an interesting catalog of color
options, a line of Grip materials, special
profiles, pre-cut filaments (11 mm mini-
mum cut length), special mixtures
(calipers, materials and colors), filaments
in spools with different strand count
options, crimped filaments, etc.; and,

n Choices for industrial brushes, includ-
ing the whole caliper range (0.002” to
0.120”), a variety of colors, crimped fila-
ments, special additives, etc.

PMM’s exhibit at Interbrush 2012 will
portray the tradition, beliefs, inspiration
and perfectionism of the company. Every
detail in PMM’s booth has been designed
to please visitors from all over the world.
Don’t miss the chance to discover the
many special products and services PMM
can offer your company.

PMM Makes Sense.

Icela Muciño and Verónica Padilla,
from PMM Sales team

Cynthia Sauza, from PMM Sales team

Nora Bravo, Quality Assurance Leader

Dennise Silva, PMM Sales Manager
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Four years after forming the company, WOMA has
successfully become established within the brush
industry. WOMA deals worldwide with used

machines for the various fields pertaining to brush and
broom production. 

“This is precisely our special challenge,” WOMA
Managing Director Daniel Koehler explains. “Among
manufacturers of household brushes and brooms, WOMA
attends the production fields of fine brushes, interdental
and toothbrushes, technical brushes, paint brushes and
rollers as well as cotton mops.

“Each field is divided again in partial ranges. In addi-
tion, the suppliers of wooden blocks and handles — as
well as wires, bristles and filaments — are among our
clients.”

Nearly every machine that goes through the qualified
hands of technicians in the WOMA workshop is a new
task for the well-rehearsed team. This includes machines
from youngest generation to models from the 1960s. 

Thanks to WOMA, many "antiquated" as well as mod-
ern machines have been purchased by new owners. In the
workshop, full revisions can be provided so that old
machinery will have a long and productive life in the
future, for the enjoyment of many clients worldwide.

Approximately 200 machines have been delivered to
not only Germany and other European countries, but also to
Russia, Australia, Asia, Africa, and North and South America. 

Daniel Koehler’s wife and WOMA Sales Director Maria
Koehler discussed the international nature of the company’s activi-
ties.

“With each client, we are learning something more about his
country’s culture as well as the special requirements of brush pro-
duction. There are big differences. A broom is not just a broom,”
Maria Koehler said.

WOMA welcomes guests from near and far to its warehouse in
Stadtlengsfeld, Germany. This 450-square-meter modern stock
house offers the best conditions for dealing and reconditioning sec-
ond hand machinery. On an estate of 2,500 square meters, an expan-
sion of stock space is possible anytime. Among the pros are a cen-
tral location in the middle of Germany and good traffic connections.

"By participating in the Interbrush 2012 fair in Freiburg, we are
presenting WOMA as a reliable supplier for the brush industry. We
hope to have many interesting conversations with potential cus-
tomers, and gain a new insight into different technical developments
found within the machinery sector," Daniel Koehler said.

Daniel and Maria Koehler are looking forward to meeting visi-
tors at Interbrush stand No. 4.2.4.

“With each client, we are learning something

more about his country’s culture as well as the

special requirements of brush production. There

are big differences. A broom is not just a broom.”

- Maria Koehler

Daniel Koehler
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By Rick Mullen
Broom, Brush & Mop Associate Editor

The theme of the 95th American Brush
Manufacturers Association Annual
Convention, which took place March 7-

10 at the PGA National Resort and Spa in Palm
Beach Gardens, FL, was “Social Networking
Your Brand.”

In addition to networking and educational
opportunities, the ABMA Annual
Convention also featured ABMA
division and committee meetings as
well as recreational activities. 
ABMA President Ian Moss, of

Static Faction Inc., Salem, MA, the
first supplier member to serve as
president of the organization, wel-
comed convention attendees during
the Opening Business Session on
March 8.

Back for the second year was the
Finished Goods Static Display, offer-
ing active and affiliate supplier mem-
bers a chance to promote their fin-
ished broom, brush, roller and mop
products with a static tabletop display
which could be viewed throughout
the convention. The purpose of this
exhibit is to showcase ABMA mem-
bers’ unique manufacturing talents
and capabilities. 

In keeping with the convention’s
theme, the fixed display was designed to give
members a place to network with customers and
suppliers, to better understand products, and to
open the door for more sales.

The annual Suppliers Display on March 9,
meanwhile, showcased from various company
booths products from suppliers across North
America.

During his remarks at the Opening Business

Session, Moss spoke of activities underway in
preparation for the ABMA 100th Anniversary in
2017.

“This is our 95th Annual Convention and in
five years time we will be celebrating 100 years.
ABMA’s goal is to produce a 30-minute docu-
mentary chronicling our industry over the past
100 years,” Moss said. “The documentary will
show what a great industry we are.”

Moss urged attendees to tell their company’s

story during interviews conducted at the con-
vention on Thursday and Friday by Robin
Peters, of Dreamscape Design, who will pro-
duce the ABMA 100th Anniversary documen-
tary. 

Moss reminded the audience that many
ABMA companies are more than 100 years old.

“A lot of our member companies are very old
and have fascinating histories,” Moss said. “We

would love you to share your company’s story
with us.”

Moss urged ABMA members to contact the
100th Anniversary Task Force if they would like
to participate in the effort or if they have a special
story to tell. Task force members include Moss;
Carlos Petzold, Bodam International/Borghi
USA; Kristin Draper, Draper Knitting; Jeffrey
Malish, The Malish Corporation; Andrew
Marsden, The Sherwin Williams Co.; Chris

Monahan, Brush Fibers, Inc.;
Andrew Dailey, Jones Companies
LTD; and Daniel Sinykin, Mont-
erey/Roller Fabrics.

“If you have any historical data that
you think is worth including in this
project, send it to Chris Monahan,”
Moss said. “We have a $350,000
fund-raising goal to cover the antici-
pated expenses. The entire project will
be funded through donations.

“The video costs money. There are
a lot of expenses in putting this thing
together. I don’t want you thinking
you are donating your money just to
have a splendid party at the conven-
tion in 2012. Each convention from
now until then will be focusing more
and more on fund raising. We will be
utilizing the money to recognize the
industry, to recognize you folks and to
ramp us up a little bit each time as we
get closer to the event.

“We are very grateful for the contributions
we have received so far and appreciate the out-
pouring .... but, we still have a long way to
go.”

Donations to the 100th Anniversary effort
may be made at four levels. They are:
n Platinum — Donations or pledges of

$50,000 and above. Recognition in Brush Up
Monthly, special recognition at every annual

Ian Moss, Static Faction, ABMA President, 
presided over the 95th ABMA Annual Convention.

ABMA Holds 
95th Convention 
In Palm Beach Gardens, FL

ABMA Holds 
95th Convention 
In Palm Beach Gardens, FL
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convention though 2017, banner advertising on
www.abma.org 100th anniversary pages, special
banner advertising on www.abma.org home
page and named as “official sponsor” on all
media, material and web information;
n Gold — Donations or pledges of $25,000

and above. Recognition in Brush Up Monthly,
special recognition at every annual convention
though 2017, banner advertising on
www.abma.org 100th anniversary pages, special
banner advertising on www.abma.org home
page. Contributors may combine entities to
achieve Gold Sponsorship level and will be enti-
tled to have up to three links and three full-sized
logos to the entities of the contributors’ choice;
n Silver — Donations or pledges of

$10,000 and above. Recognition in Brush Up
Monthly, special recognition at every annual
convention though 2017, special banner adver-
tising on www.abma.org 100th anniversary
pages. Contributors may combine entities to
achieve the Silver Sponsorship level, but will
be entitled only one link to an entity of  choice,
and all logos will be reformatted by the spon-
sor to fit in the space allowed other Silver
Sponsors; and
n Bronze— Donations or pledges of $5,000

and above. Recognition in the ABMA Brush Up
Monthly and special recognition at every annu-
al convention though 2017.

Companies that have donated or pledged thus

far include:
n Gold: Osborn International, the Zahor -

ansky Group, The Mill-Rose Company and, in
combination, Brush Fibers Inc., Monahan
Filaments and Static Faction;
n Silver: Malish Corp., Purdy®, Felton,

SilaCor, Bodam International, Gordon Brush,

Monterey Mills, Precision Brush, DuPont
Filaments, Abtex Corp., Wooster® Brush
Company, IBC (Industrial Brush Corp.), Weiler
Corp., Beaty Machine and Tool Works, LTD.,
MFC LTD, PMM, Interbrush Freiburg, Wohler
Brush Tech, Broom, Brush & Mop Magazine,
Brushware Magazine, Brushwork Magazine,

and BrushExpert, ABMA Paint Applicator
Division, Tanis Inc., Boucherie USA, Jewel
Wire, A Division of Loos & Co., Sanderson
MacLeod, Lanoco Specialty Wires, Corona
Brushes, Sandderson MacLeod Inc., and Hahl
Pedex; and,
n Bronze — Draper Knitting Co., Pferd

Milwaukee Brush, Spiral Brushes Inc., E.
Gornell & Sons, Inc. and Pioneer Packaging
Inc.

“I am proud of you all,” Moss said. “Please
consider participating at one of the four elite
sponsorship levels, as we work to reach our
fund-raising goal. As ABMA moves toward its
100th anniversary in 2017, we hope you will join
us in celebrating our manufacturing love story.”

To further enhance 100th anniversary fund-
raising efforts, a special program presented dur-
ing the Suppliers’ Reception on Friday featured
world-class artist Michael Israel. The theme of
the program was “Celebration of the
Importance of Brushes to the Paint Artist.”
During the event, Israel created several large
paintings in about 30 minutes that were sold at
a live auction following the program. Israel’s
speed paintings have been known to sell in the
$50,000 range. Public Relations Committee
Chair Carlos Petzold, of Bodam Inter -
national/Borghi USA, reported during the
Closing Business Session March 10 that the
event raised $77,530.

Philip Coward, Hill Brush, Inc. representing
FEIBP/European Brushware Federation
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Also, during the Opening Business Session,
Moss recognized the speakers who gave techni-
cal presentations during the annual division
meetings that took place on March 7.
During the Broom and Mop Division meet-

ing, Bart Pelton, of PelRay International,
spoke on “The Magic of Broom Corn.” Frank
Kigyos, of Zahoransky USA Inc., presented
“Current Developments In Injection Mold
Technology” during the Industrial &
Maintenance Division meeting. During the
Paint & Applicator Division meeting, Jeff

Eichelberger, of Purdy Corp., shared his pres-
entation titled “Zero to Landfill.”
Moss also introduced FEIBP/European
Brushware Federation Board Member Philip
Coward who told attendees: “It is an honor to
speak to you on behalf of the FEIBP/European
Brushware Federation Board. 2011 was an
interesting year in Europe. While politicians
were working hard to save the euro, most
European brush manufacturers actually were
having quite a successful year. We had a very
successful FEIBP Congress in Vienna (Sept. 29-
Oct. 1, 2011) and the officers did a great job in
organization.”
The 54th FEIBP Congress will be September

20-22, 2012, in St. Gallen, Switzerland.
Moss urged ABMA members to also attend

this year’s Interbrush tradeshow scheduled on
May 9-11 in Freiburg, Germany.
“It is a huge show. If you have never been;

there is nothing like it,” Moss said. “All the big
machinery manufacturers will have very sub-
stantial booths with lots of working equipment
for you to look at. It is a great show. If you can,
I recommend that you attend.”
Moss introduced Daniel Stowitzki, of

FWTM/Messe Freiburg, who spoke about
Interbrush.
“We expect exhibitors from more than 30

countries around the world to attend this year’s
Interbrush,” Stowitzki said, “as well as around
7,000 to 7,500 visitors from nearly 100 coun-

tries around the world.”
Moss also recognized Broom, Brush & Mop

Magazine Co-Publishers Don and Linda
Rankin in honor of the 100th anniversary of the
magazine this year.

ABMA Welcomes New Members 
And First-Time Convention Attendees

Several new ABMA-member companies
were recognized during the Opening
Business Session. These included:

Venture Plastics, Schlesinger Mascinenbau
GmbH, Wohler Brush Tech GmbH,
InterSomma, LLC, DKSH Carolina Fila-
ments, Venture Plastics and Wohler Brush
Tech GmbH.
“Venture Plastics is a pump and injection

molder,” said Venture President Steve Trapp.
“We have plants in Ohio and Texas. We have
been custom molding injection parts for over 40
years for the heavy truck, medical, industrial
and consumer segments. In the fall of last year,
we had the opportunity to acquire the assets of
Global Plastics in Middlefield, OH. Global
Plastics brought us into the brush market.”
Matthias Peveling, of Woehler Brush Tech

GmbH, said, “We produce machinery for man-
ufacturing many types of brushes, including
toothbrushes, roller brushes, wire brushes, etc.,
except staple set machinery.”
InterSomma, LLC, was represented by
Rommel Bezzera, who said, “We are importers
and exporters of handles, lumber, decking,
flooring, plywood and moulding. I hope to gain
your good will and to help you so that we can
contribute to a great industry.”
Reinhold Hoerz, representing DKHS, of

Switzerland, said, “Three years ago we acquired
DESCO, a well-known company in the trade of
raw materials to the brush industry for more
than 30 years. We specialize in all kinds of nat-
ural material for the industry, with a clear prior-
ity on dressed hog bristles and dressed horsehair
from China.”
Since January 1, DKHS has been distribut-

ing hog bristle to North America via an agree-
ment with Brush Fibers, of Arcola, IL.
“I am a new member, but I have been

around,” said Brian Crawford, of Carolina
Filaments. “This is a great industry made up of
great people and great companies. Carolina
Filaments offers, not only filaments for brush
making solutions, but I also represent assorted
filament suppliers from around the world. I
offer consulting services from oral care to cos-
mentics to industrial. I appreciate your support.
I am glad to remain in the industry, and to work
with all the friends I have made over the years.”
Although not in attendance during the

ABMA Conference, Nexstep Commercial
Products was also recognized as a new ABMA
member.
First-time ABMA convention attendees
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Artist Michael Israel created 5 paintings 
during the Suppliers Reception. The paint-
ings were auctioned to raise funds for the
ABMA 100th Anniversary Celebration.
Pictured with Israel, left, is David Parr,

ABMA Executive Director.
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included: Robin Peters, of Dreamscape
Design, which is also a new trade partner;
Winfried Schaefer, Schlesinger Maschinenbau
GmbH; Ed Bielo, Schlesinger Maschinenbau
GmbH; Gary Anton, Three B Brush; Kathleen
Rodrigue, Atlas Graham Industries; Jeffrey
Eichelberger, Sherwin Williams (Purdy
Corp.); Steven Boyer, Brush One; Louise
Derail, A Richard; Matt Monahan, Monahan
Filaments; Heather Jones, Brush Research
Mfg. Co. Inc.; George Vermilyea, NYC
Industries for the Blind; Reinhold Hoerz,
DSKH; Stephen Trapp, Venture Plastics; Tim
Groff, Venture Plastics; and Tina Burnet, FHP.

Also recognized were past ABMA presidents
in attendance: Terry Malish, The Malish
Corporation, 1981-1983; Karl Weiler, Weiler
Corporation, 1989-1991; John Cottam,

Industrial Brush Corporation, 2001-2003;
Bruce Gale, Michigan Brush, 2003-2005; and
Ken Rakusin, Gordon Brush, 2005-2007.

Immediately following the Opening Business
Session, the ABMA All-Attendee Educational
Institute presented “Using Social Networking to
Build Your Brand” with speaker Alan
McLaren. McLaren is a  corporate and media
speaker with more than 25 year of leadership
experience in key aspects of business manage-
ment, including social media, digital strategies,
sales, marketing, public relations, operations,
human resources and information technology.

During his presentation, McLaren spoke
about social networking and its place in today’s
business world. Some popular social media
tools available include Facebook, Twitter,
LinkedIn, Google Plus, YouTube, company

websites and Internet blogs as they relate to
business practices.

“What you will notice when we are talking
about social media, it ain’t perfect,” McLaren
said. “There is no guarantee that if you are on it,
the world will change overnight. This is not
about technology. This is about communication,
and isn’t that the toughest thing we have to do?”

McLaren told attendees the survival of their
companies going down the road may hinge on
their understanding and use of social media
tools.

“Markets are conversations — and silence is
fatal,” he said.

McLaren contrasted how business was typi-
cally conducted in the past with how business is
conducted in today’s marketplace.

“In the ‘old world,’ as we still do today, we
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Steve Trapp
Venture Plastics

Matthias Peveling
Wohler Brush Tech

Romel Bezerra
InterSomma

Reinhold Horz
DKSH Brush & Apparel

Brian Crawford
Carolina Filaments
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ask about our 

    “Creative Filament Solutions”

had a direct line to our customers through
advertising and/or direct sales,” McLaren said.
“Whatever our market strategy was to get to our
customers, we had a direct way to get there.
What has changed is, now we have some blocks
in the way — do not call registries and all kinds
of things to stop us from getting there.”

For example, McLaren asked the audience
how many have tried to leave a voice mail mes-
sage for a prospect and did not receive an
answer?

“It is not the way it used to be,” he said. “In
the past, you had a telemarketing division that
drug in sales. It is a different metric today.
People won’t return calls. They are getting 150
to 200 emails a day, etc. The new world, the
new marketing, is really about interaction and
two-way communication.”

McLaren said the old strategy was a “push”
market strategy. 

“The new marketing strategy is truly what
marketing is supposed to be,” he said. “When
you are ready to buy something, the information
is there, as opposed to having them ‘pushing’
you stuff. That is really what this is about — it
is about a relationship with somebody that, at
the end of the day, results in you making a deci-
sion on a product or a service.”

With this new paradigm, people are seeking
information, rather than having it “pushed” on
them, which, McLaren said, gives people
more power than corporations. With this real-
ity in mind, McLaren asked attendees, “Can
they find you when they are looking for you?
Social media is about engaging in a conserva-
tion with people who are interested in what

you do.”
McLaren gave examples of how information

about a company can rapidly spread throughout
the social media structure, whether it is sharing
a company video on YouTube, or establishing a
company Facebook presence, or posting on
Twitter or establishing contacts through
LinkedIn, a service he urged everyone to use. 

“The key is to get people who really want to
get engaged in what you do,” McLaren said.
“Imagine the power if all of you were on social
media following each other. Imagine the power
you have to connect with all the people you
know collectively. It would be a dream. I guar-
antee you would create new partnerships and
obtain leads. You would have business because
you all collaborated — you compete and you
collaborate.”

Mark Fultz
Finance Committee Chair

Jeff Malish, Convention
Committee Chair

Daniel Sinykin
Suppliers Division Chair

Carlos Petzold
P. R. Committee Chair

Alan McLaren presented a
program on how to use 
social networking to
build your brand.
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Committee Reports Presented During
Closing Business Session

During the Closing Business Session on
the final day of the convention, March
10, ABMA committee reports were pre-

sented. The Finance Committee report was pre-
sented by Committee Chair Mark Fultz, of
Abtex Corporation.

“The main source of revenue for the organi-
zation is obviously membership dues and con-
vention attendance,” Fultz said. “On behalf of
the board and the association, I want to thank all
of you for your attendance and your support.

“Fiscal year 2011 general operations yielded
a positive balance of $9,508.23 versus the bud-
geted amount of $2,975. Last year’s convention
yielded a positive $2,661.61 versus a budget of
$50. The net gain last year was, therefore,
$12,169.84 versus $3,025 that was budgeted.”

Fultz reported that a settlement reached last
year involving copyright issues concerning
safety slips accounted for $5,029 of the total
balance.

“Management was notified by a couple of
members of a few companies that were using
our safety slips without authorization,” Fultz
said. “We brought it to their attention that they
were in violation and told them nicely to stop.
They promptly refused, so we began legal pro-

ceedings against them. The end result was they
settled and we had a positive amount of $5,029
as a result of that settlement.”

Fultz reported the balance sheet of the
ABMA is “very healthy.”

He added: “As of January 31, 2012, our total
assets are equal to almost two years of operating
expenses for the organization. I can report all
these figures with full confidence due to the fact
that our CPA firm … recently completed an
audit of our finances and they signed off with no

corrections.
“This year, looking forward, our income

statement will again be influenced by member-
ship retention, the results of this convention and
by being the part owner of Interbrush. ABMA
gets a percentage of the earnings from
Interbrush. Whatever the net results are from
that show will impact positively on our income
statement.”
Convention Committee Chair Jeff Malish,

of The Malish Corporation, reported the com-
mittee met and reviewed the format for this
year’s schedule of events.

“We also discussed the interviews with
(Robin Peters of Dreamscape) for the 100th
anniversary that were scheduled for Thursday
and Friday. They went very, very well and we
have received some very favorable comments
about all the interviews.

“We discussed the budget. We budget the
convention to break even. I think we budgeted a
$50 surplus last year.

“I want to thank everyone for staying on
property, which helps the room block and
everything associated with that. We should have
another great year and have a balanced budget,
which is fantastic. 

“We also discussed the ABMA Interbrush
booth. ABMA will have a booth at the
Interbrush convention where people can store

R.J. Lindstrom, Zephyr Mfg. Co., was the
winner of a Kindle Fire, given by the

Statistical Committee. Chair Jill Shinners 
is pictured to the right.
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brief cases  or just relax. There will be a recep-
tion at Interbrush on Wednesday (May 9) at 6
p.m., so please attend. People who want to
attend the reception should remain in the exhib-
it hall at closing time.”

Malish announced that next year’s ABMA
Annual Convention will be at the Eden Roc
Resort in Miami Beach, FL, March 13-16,
2013.

Reporting for the Membership Com -
mittee was Chair Daniel Sinykin, of
Monterey Mills/Roller Fabrics, who said
ABMA has added six new members since
December (2011).

“We haven’t lost any members. We have
actually gained members, which is a won-
derful thing, Sinykin said. 

Sinykin urged members who may know a
supplier or a customer who they feel would
benefit from becoming a member of ABMA
to forward those names to ABMA
Executive Director David Parr.

“As we reach out and explain the benefits
of the organization to people, we always
remember who invited us to join ABMA,”
Sinykin said. “It is one of those things you
will be forever greatly indebted. Please con-
tinue to recruit for the organization and
invite people to join.”
Public Relations Committee Chair

Carlos Petzold, of Bodam Inter -
national/Borghi USA, reported ABMA
raised $77,530 for the ABMA 100th
Anniversary as a result of the auction of
paintings by Michael Israel. 

“I am happy to say we have new Silver
Sponsors as a result of the paintings that
were sold at auction,” Petzold said. “We are
pleased that Lanoco Specialty Wires and
Corona Brushes have become Silver
Sponsors, and we also received a pledge
from Epic Resins for Silver Sponsorship.”

Petzold urged attendees to check out the
full page color ads about ABMA that are run-
ning in trade magazines, including Broom,
Brush & Mop Magazine. He also reminded
members to view the 100th Anniversary video
available on YouTube. The video can be found
by doing a search for “YouTube at ABMA
100th,” he said.
Safety & Standards Committee Co-chair

Gene Huegin, of Pferd Milwaukee Brush Co.,
reported the committee discussed ABMA’s
Safety Slips Program.

“There has been a significant amount of com-
pliance and more participation. The cost of the
safety slips has gone up 30 percent, which was
a result of the change in ownership of our ven-
dor,” Huegin said.

Huegin reported that Karl Weiler (Weiler
Corporation) is taking the lead in exploring
redesigning the safety slips to perhaps move
toward using icons to help make safety slips
easier to read.

“If you have ever taken the time to open up
‘The Dead Sea Scrolls,’ which are our safety
slips, you will see it is awfully difficult to read
as the text is very tiny,” Huegin said. “The
objectives are to lower the cost of the fees, and
also to make them more user-friendly, so if we

ever wind up in court, we can say the informa-
tion was clearly readable and easy to under-
stand.”

Huegin also reported ABMA has received
ANSI (American National Standards Institute)
reaccreditation for 2012. 

“We are in compliance and that is good for
five years,” he said.

In addition, Huegin spoke on the safety slip
copyright issues.

“Suffice it to say the (ABMA) board is active
in the enforcement of the copyrights that we
possess, so that the industry understands we are
serious.”
Statistical Committee Chair Jill Shinners,

of Pioneer Packaging, said this year’s ABMA
survey is a Wage and Benefit Survey. 

“There are a tremendous amount of ques-
tions, but when you start looking at it, there are

a lot of good questions,” Shinners said.
Shinners said members can skip questions

they do not wish to answer.
“Even if you don’t want to answer any of the

questions, take a good look at the survey,” she
said. “I’m sure you will definitely learn some-

thing. This is a great survey our
organization offers everybody.”

Shur-Line Wins 2012 
Innovation Excellence Award

During the Closing Business
Session, Carlos Petzgold
announced that the winner of

the 2012 Innovation Excellence
Award is Shur-Line, of Huntersville,
NC, for its deck stain pad with groove
tool.

This two-in-one tool stains flat
surfaces and between boards at the
same time. Its pad design helps pre-
vent dripping, pooling and streaking
for even coverage and accuracy.

According to Shur-Line, the
tool’s pivoting feature allows users
to simply flip the handle to engage
the groove tool. The product attach-
es to an extension pole. The thread-
ed handle can be used with most
standard extension poles. The tool is
part of a complete stain system,
including dispenser.

At the Closing Business Session,
Ian Moss accepted the award on
behalf of Shur-Line and congratulat-
ed the company.

In an ABMA news release issued
following the convention, Shur-Line
Vice President Chris Tesmer said,
“The ABMA Innovation Excellence
Award is an honor for us this year
against  a variety of great products. We
are delighted to be named winner for
2012 and very proud to receive this

great award.”
The ABMA new release also said this year’s

contest was the most closely contested in the
history of the award. It was the third time in
seven years that Shur-Line received the honor.

The ABMA William A. Cordes Innovation
Excellence Award is given to recognize out-
standing innovation in any manufactured prod-
uct, component or service in the brush industry
in any given year. Submitted entries are show-
cased during the ABMA Annual Convention.

Nominations for the Innovation Excellence
Award for 2013 may be submitted until
November 30, 2012. For more information visit
www.abma.org/innovationexcellenceaward.

Following the Closing Business Session, the
ABMA All-Attendee Educational Institute present-
ed a program titled “Product Development From
Birth To Shelf,” presented by David Carson.

ABMA President Ian Moss was “knighted” by “Queen
Elizabeth” during the ABMA Convention.

Daniel Sinykin, left, Suppliers Division Chair, presented the
best Finished Goods Display award to Bruce Gale,

Michigan Brush Mfg. Co.
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By Rick Mullen
Broom, Brush & Mop Associate Editor

Division meetings remain a traditional
part of the ABMA Annual Con -
vention. These meetings include tech-

nical presentations and are conducted during the
first day of the convention. The following are
highlights from the meetings involving the
Broom & Mop, Industrial & Maintenance
and Paint Applicator divisions.

BROOM & MOP DIVISION

Broom & Mop Division Vice Chair
Chris Deane, of Fruedenberg House -
hold Products, presided over this year’s

meeting. The treasurer’s report indicated the
division has a balance of $12,308.09.

Andrew Dailey, Jones Companies, LTD,
reported on the annual National Broom & Mop
Meeting, which was conducted in St. Louis,
MO, last November.

“We probably had one of the best meetings of
the past several years. It was well attended from
the suppliers standpoint and we had some good
manufacturers as well,” Dailey said. “We had a
panel discussion involving manufacturers and it
allowed them to address questions that were
fielded from the media. It opened up to a lot of
good discussions about trends we are facing in
the industry.

“If you are not a regular
attendee, I would encourage
checking it out. It will be held
again this year in St. Louis,
the week before Thanks-
giving. I encourage you to be
a part of this event.”

Technical Presentation
Presented By Bart Pelton

Bart Pelton, of PelRay
Internat ional, pre-
sented “The Magic of

Broom Corn.” Pelton out-
lined some of the history of
broom corn production in the
United States and elsewhere,
and other interesting facts
and figures concerning
broom corn and broom corn
brooms.

Pelton’s extensive knowledge and expertise
in the broom corn industry stems from a life-
time of involvement in the broom corn market-
place. The Pelton family has been in the broom
and broom corn business since 1900. 

“Our company’s background is originally in
corn brooms, before we got into servicing and
supplying mop and brush manufacturers,”
Pelton said.

Pelton shared some information from a
brochure published by the National Broom and
Mop Council in the late 1960s. The brochure
claims broom corn was first brought to the
United States in 1790 by Ben Franklin, who
saw Europeans using broom corn brooms dur-
ing his diplomatic missions to France and
Britain. The story goes, Pelton shared, that
Franklin obtained broom corn seeds from
Hungary.

“He started another industry, along with the
other things that he did during his lifetime,
manufacturing broom corn brooms in the
United States,” Pelton said. “My dad tells me
my grandfather, Harve Pelton, was responsible
for introducing broom corn to Argentina and

Mexico, but I have no proof of that.”
Broom corn is an agricultural crop grown

specifically for making broom corn brooms. It
is called broom corn, because it looks similar to
sweet corn while it is growing.

“When we used to drive around the agricul-
tural districts in Mexico trying to estimate how
much broom corn was planted, it was very dif-

ficult before the crop started to mature to figure
out if we were seeing corn or broom corn,”
Pelton said.

While nearly all broom corn imported into
the United States is grown in northern Mexico
today, it was once a popular crop in many areas
in the United States.

“It used to be grown in New York, Illinois,
Kansas and Iowa,” Pelton said. “In the late
1960s and 1970s it was grown in Texas,
Oklahoma, New Mexico and Colorado. These
days it is mostly found for our industry in north-
ern Mexico around the city of Torreon.”

Pelton showed the audience a slide of fully
mature broom corn plants showing the tassels of
broom corn growing from the top of the plant.

Pelton explained that the broom corn in
North America is harvested before the seed is
mature.

“That way, when it dries, it has a nice green
tone,” Pelton said. “In Europe, they let the seed
mature before they harvest it and it tends to be
a brownish color. The Europeans think that is
what broom corn is supposed to look like, and
we think it is supposed to look green.”

Bart Pelton, PelRay, gave a technical presentation 
on broom corn at the Broom & Mop Division Meeting.

Chris Deane, vice chair, presided over the
Broom & Mop Division meeting.

Andrew Dailey reported on the National
Broom & Mop Meeting.

Technical Presentations 
Highlight ABMA Division Meetings
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Pelton said broom corn brooms are a “great
sweep” because broom corn is a natural fiber.
Broom corn fibers are tapered at the tips and at
the base they flex like a bow and arrow, spring-
ing back to their original shape after sweeping.

“Tapered broom corn has a lot of tiny fibers,
some of which you can’t see without a micro-
scope, or at least a magnifying glass, but you
can feel them,” Pelton said.

The advantage of the tiny fibers is they are
efficient in picking up lint, hair, dust, etc., while
sweeping.

“I call broom corn the original microfiber
before microfiber was cool,” Pelton said. “Once
you sweep with a broom corn broom, you can
shake it and knock the dust out of the broom. A
lot of dust pans have a serrated edge. A person
can knock the edge of the broom against the ser-
rated edge of a dust pan and it releases all the
dust and dirt and it’s clean. 

“In addition, I like to say broom corn is self
cleaning, because as you sweep with the broom,
a little of the fibers break off or wear off, so the
broom corn broom tip is self cleaning. After
awhile, you will need to replace that broom.”

As our modern society has become more sen-
sitive to environmentally friendly products and
concepts, Pelton pointed out the green attributes
of broom corn.

“Broom corn is definitely environmentally
tested. It is biodegradable. When you burn it, it

turns into ash. You can compost it and it is def-
initely sustainable,” Pelton said. “If the market
needs more broom corn, and if the prices are
right, farmers will grow more broom corn.”

These days, Pelton shared, modern synthetic
fibers constitute the bulk of fibers used in the
upright broom market.

“Only 10 to 20 percent of the brooms that are
sold in this country today are 100 percent

broom corn brooms,” Pelton said.
Most of the natural fiber brooms sold today

in the United States are a mixture of broom corn
and Beargrass (also known as yucca).

“Beargrass is not cultivated,” Pelton said. “It
grows wild in the higher elevations of Mexico,
northern Mexico, and the Southwestern United
States.”

Pelton explained Beargrass grows from 4 to 5
feet tall and thrives best at altitudes of 3,000 to
5,000 feet above sea level.

“Mexican processors will send workers out to
ranches in the United States, as well as in
Mexico, and cut the fiber off Beargrass and
bring it back to their plants for processing,”
Pelton said. “Beargrass, like broom corn, is sus-
tainable, biodegradable and it doesn’t kill the
plant when the Beargrass fibers are harvested.

“It tends to be stiffer than broom corn. When
mixed with broom corn in a broom, it makes a
stiffer sweep, which is good for some purposes.
However, what really makes it attractive is
Beargrass sells for about one-third of the price
of broom corn.”

Because of the substantial price difference
between Beargrass and broom corn, mixed fiber
brooms are popular in the retail marketplace
when trying to meet price points.

There is no Beargrass in China, and there is
no natural fiber available in China as inexpen-
sive as Beargrass, Pelton said.

“This has kept North American broom manu-
facturers competitive with imported brooms
from China,” Pelton said. “Chinese manufactur-
ers don’t have access to anything as cheap, and,
by the time they ship brooms across the ocean,
their prices are too high.”

One of the drawbacks of Beargrass, Pelton
shared, is it sheds more than broom corn.

“There are other natural fibers used in corn

brooms, including Palmyra fibers just like they
use in the brush industry,” Pelton said. “You
don’t see it that much and you don’t see it in
retail brooms at all.”

Because Palmyra is even stiffer than
Beargrass, it is typically used in railroad brooms
and some other specialty markets, Pelton said.

Pelton added there is another type of natural
fiber called African Grass, which looks similar
to broom corn. African Grass grows wild and is
harvested in southern Africa. Pelton said his
company no longer imports African Grass. 

Pelton shared some other facts about broom
corn, including: Broom corn brooms are hand
crafted. Broom corn brooms are great for
smooth surfaces, kitchens and interior rooms. 

“Brooms made with broom corn and
Beargrass fibers are also terrific for larger areas,
such warehouses and driveways,” Pelton said.
“In this country, there are hundreds of artisans
and crafters who make fancy corn brooms,”
Pelton said. “They make corn brooms that peo-
ple hang on their walls. You will see them at
places that are frequented by tourists like gift
shops in the Smoky Mountains and the Ozarks.
There is a whole craft industry … and some of
the brooms they make are gorgeous.”

Other interesting facts include; Before the
sport of curling switched to brushes and pads,
curling brooms were officially made out of
broom corn, and duck hunters in the Plain states
love to use broom corn for duck blinds.

Pelton also said plastic brooms, which com-
prise more than 90 percent of the upright broom
market, dominate the retail market because they
can be produced rapidly with automation, hence
their lower cost.

INDUSTRIAL & 
MAINTENANCE DIVISION

Industrial & Maintenance Division Chair
Gene Huegin, of Pferd Milwaukee Brush
Co., presided over this year’s meeting In

his treasury report, Scott Enchlemaier, of The
Industrial Brush Corp., said, “The division has
$11,191.58 on account. (This total) is com-
prised of $9,397.31, which is a carry over from
the Canadian Brush Manufacturers Association,
and $1,804.27 from our account.”

In her statistical report, Jill Shinners, of
Pioneer Packaging, told members, “We have a
new survey this year, Data Collection Survey,
and it is really great.”

In the safety and standards report, Heugin
said, “The safety slip program has seen an
increase in its compliance and usage throughout
our organization. In the past year, we have had
three incidences where we had to enact some
compliance regarding people who were not par-
ticipating according to the program’s require-
ments, concerning copyright issues. Two of the
three matters have been resolved and my guess
is the third one will be resolved shortly.”

Officers of the Industrial & Maintenance Division are pictured at the beginning of the
Division meeting.  The officers are, from left, Jill Shinners, Pioneer Packaging, Board

Member; Scott Enchelmaier, The Industrial Brush Co., Vice Chair; Greg Miller, The Mill-
Rose Company, Secretary; and Gene Huegin, Pferd Milwaukee Brush, Chair.
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Attendees also were informed that ABMA
has received ANSI (American National
Standards Institute) reaccreditation for 2012. 

Technical Presentation 
Presented By Frank Kigyos

Frank Kigyos, of Zahoransky USA Inc.,
presented “Current Developments In
Injection Mold Technology,” outlining

for members what to look for when seeking to
partner with an injection molder.

“Most brush makers use injection molding to
one extent or another since blocks went from
wood to plastic many years ago,” Kigyos said.

In preparing for his technical presentation,
Kigyos visited Team Technologies Molding,
Inc., of Batavia IL, one of Zahoransky USA’s
customers. Kigyos said he toured the company
with its president, Rich Wagner, to find out
what makes Team Technologies the excellent
company it is, especially in operations.

Kigyos shared some of the key points that
make Team Tech a successful injection molder:

• Repeated molding:
“In injection molding is it critical that every-

thing is repeatable,” Kigyos said. “Every time
you put a mold on a process and you want to
start making parts, your material, your machine
and your environment all must be consistent.
This is a huge deal at Team;”

• On time delivery;
• Quality production of parts;
• Cycle time and costs; 
“In a molding operation, the molds should

have the optimum cycle time and, of course,
with injection molding there is a cost factor
when you invest in a mold. These are all consid-
erations,” Kigyos said.; and,

• Profitability: Furthermore, Kigyos and
Wagner discussed what makes Team a model

for what companies should
look for when seeking an
injection molder partner.
Kigyos outlined the following
points:

• Facility: “What I observed
was the plant’s cleanliness and
organization,” Kigyos said.
“You could literally eat off the
floor. Everything had its place.
It is a very organized facility. 

“You could tell by the way
people were taking care of
business, they all had a pur-
pose and a place to be. That
just gave me the feeling of
I’m in a business where peo-
ple know what they are
doing;”

• Plant security: “All the
employees swipe in and out
of an employee entrance.
Otherwise you can’t enter the

facility unless you go to the front office and get
buzzed in. The plant is very secure that way,”
Kigyos said;

• Climate control: “Team has air condition-
ing as well as humidity control,” Kigyos said.
“This is important in injection molding, espe-
cially in the Chicago area (where Team is locat-
ed), where you can have high humidity days and
a lot of heat, as well as cold days down to 20
below zero,” Kigyos said; 

• Overhead cranes: Team uses overhead
cranes in their production facility as well as in
their maintenance department; 

• Redundant systems: Team has backup sys-
tems, such as for power.

• Direct material distribution: “Materials
are stored in silos and then there is a distribution
system, controlled  from a central computer that
distributes materials directly to the different
molding machines on an as-needed basis,”
Kigyos said. “It is extremely efficient;”

• Process quality: “As far as process quality
goes, Team is ISO-9001 certified. You want to
determine if there is some kind of quality
process in place,” Kigyos said;

• Inspection department: “There were three
people working in this department and they had
different tools for inspecting the function of the
parts that came off machines,” Kigyos said; 

• A maintenance program schedule: “Team
conducts scheduled maintenance on their
molds, on their machines and on their facility,”
Kigyos said.

Team’s maintenance program schedule is
built into the production schedule to eliminate a
scenario where there is the temptation to put off
needed maintenance that would interfere with a
production schedule; and, 

• Vendor qualification program: “In order
to be a vendor for Team Tech with materials,
machinery or molds, a company must go

through Team’s qualification program,” Kigyos
said.

When a manufacturer is seeking an injection
molder partnership, paying attention to the
injection molding machines a particular compa-
ny uses is also an important consideration.
Kigyos offered some tips on what to look for
when it comes to machinery. 

“There are horizontal injection molding
machines and vertical machines,” Kigyos said.
“Horizontal machines typically are higher pro-
duction machines. Vertical machines are very
useful for doing insert molding. Insert molding
is used a lot in automotive applications, where
you are working with electrical components,
inserting contacts, terminals or plugs, etc., and
then molding around them. 

“Depending on what you want to make, be
sure your supplier has the right machinery for
the job. I would ask questions such as, ‘Which
machine would you use and why?’”

There is also a difference between electric
and hydraulic injection molding machines. One
difference, Kigyos explained, is electric
machines save a significant amount of power
and, therefore, are more “green.”

“If you can get an electric machine to do the
job, I think this is the right way to go,” Kigyos
said. “There are some reasons why you would
consider a hydraulic or a hybrid for certain situ-
ations, but I would ask the question, ‘Why do it
that way?’”

Judging the best size of the machine to do the
job properly is also important. An oversized or
undersized machine can cause problems or even
damage the finished tool, Kigyos said.

“It is important the injection molder size the
machine properly,” he said. “If they don’t have
the right size machine for what you want to do,
you probably want to go somewhere else.”

Another thing to watch for is the use of
numerous old machines.

“There is nothing wrong with old machines,
but they are typically not as efficient and your
performance is not going to be at as high a
level,” Kigyos said. “I don’t want to say that a
vendor wouldn’t be good if they have older
machines, but typically the newer the machine
the better the performance.”

Checking out an injection molder’s molds
and mold maintenance is “critical,” Kigyos
said.

“I would ask, ‘How many mold techs do you
have? What kind of training do your mold techs
have? What types of molds are you typically
maintaining?’”

How a company stores molds can also be an
indication of how well they take care of their
customers’ molds, Kigyos said.

“It is important to find out how the injection
molder transports the molds around the shop,”
Kigyos said. “At Team, they have overhead
cranes. They pick the molds up with a crane and
then place them onto a cart. Then the cart is

Frank Kigyos, Zahoransky USA, gave a presentation on
Current Developments In Injection Mold Technology during

the Industrial & Maintenance Division Meeting.
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rolled to the machine, and the crane in the molding shop picks each mold
off the cart and puts it into a machine. It is a very secure process. The cart
is a very secure way of transporting molds through the plant.”

Kigyos told the attendees it is important to make sure the injection
molder has experience with the materials associated with the process.

Typical materials are polymers and  silicon. If you have a silicon appli-
cation, you want to make sure the injection molder has some experience
with silicon tools,” he said.

Other factors to consider include the
injection molder’s drying system, color
capabilities, design services and automation,
Kigyos said.

PAINT APPLICATOR DIVISION

Presiding over the Paint Applicator
Division meeting was Vice Chair
Steve Workman of The Wooster

Brush Co. In his treasurer’s report,
Workman said there is currently $22,016 in
the Division’s account, and this is following
a $10,000 donation the Division made last
June to the ABMA 100th Anniversary fund-
raising effort.

Technical Presentation 
Presented By Jeff Eichelberger

Jeff Eichelberger, of Purdy, prefaced
his presentation, “Zero To Landfill,”
by saying that sharing sustainability is

like sharing safety ideas — it is critical to
the well-being of the industry.

“Why is zero landfill important?” he
asked. “It reduces the environmental impact,
but when you start looking at your compa-
ny’s waste streams, you realize that there are opportunities to improve
resource utilization and that means savings to the bottom line.”

Eichelberger shared some pertinent facts about landfills, such as 82
percent of  surveyed landfill cells had leaks, while 41 percent had a leak
of more than one square-foot.”

“Landfills discharge some hazardous materials, one being leachate,
which is contaminated water,” Eichelberger said. “Another one is air
emissions, which (could include methane gas). All landfills could eventu-
ally leak leachate into the ground surface water.”

Eichelberger shared with attendees the journey his site undertook to
achieve zero landfill status. One of the foundational keys was employee
education to get the work force on board and engaged. 

“Our employees wanted to know why we were going to do this,”
Eichelberger said.

Another fundamental task was to create a “Green Team.”
“A Green Team is a must,” Eichelberger said. “The Green Team should

be representative of different shifts, departments and different parts of
your plant to get input from all areas. You must set clear goals. You must
identify your waste streams.”

Eichelberger outlined the “three R’s” of dealing with waste.
“Reduce is always the best ‘R’ on which to focus,” Eichelberger said.

“Re-use is the second ‘R’ and recycle, the third ‘R,’ is pretty much where
to start. The most important thing is employee involvement and engage-
ment. If you can’t get the engagement from your employees, this won’t
work.”

Eichelberger shared that at his site there was a small group of people
who were very passionate about recycling back in 2005.

“In the summer of 2008, our Green Team grew when we kicked off our

zero landfill mission,” Eichelberger said. “We took our team off site and
toured local recycling companies. We also toured the Portland airport,
where they were engaged in a similar zero landfill push. 

“It is good to exchange information with partners in the community to
find out what other companies are doing. We set out to be zero landfill
by2010.”

To find out what items are being discarded at the Purdy plant, the green
team conducted a “dumpster dive.”

“It is pretty simple when you talk about a ‘dumpster dive,’”
Eichelberger said. “You go into your dumpster, pull the trash out, lay it
out on the floor and take a good look at what you have.”

Eichelberger showed the audience a slide of his company’s first dump-
ster dive.

“Looking at the picture, you can see that there are plastic bottles, pop
cans and cardboard,” Eichelberger said.

As Purdy had been recycling for 20 years when the dumpster dive in
the photo was conducted, the items in the dumpster revealed some prob-
lems

“When we looked at this in Portland, we realized that it wasn’t conven-
ient to recycle and it wasn’t something that was a priority to our people to
put the recyclables in the right bins. 

“Look at the sources of waste and eliminate waste at the source.
Conduct periodic audits when you set this up and recycle the obvious
items, before you get into the more technical things.

“You have to identify an area in your facility … set up a recycle station
in this part of the facility and watch it evolve. You may have to add bins.
You may have to look at different ways to label the bins, but if it is con-
venient and it is easy for people to understand, they will recycle. If it is
hard and they have to walk too far to get to a recycle bin, good luck,
because chances are they will just put it into one big trash can.”

Eichelberger told of Brenda Demaree who works at his Portland facil-
ity as a food service and sustainability manager.

“She has taken recycling classes and is certified as a master recycler,”
he said. “If we didn’t know where to put certain items, we went to her and
she would tell us where you put this or that. It made it easier for us, plus
we learned a lot in the process.”
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Pictured during the Paint Applicator Division Meeting are, from left, Brent Swenson, Linzer
Products, Secretary, and Steve Workman, The Wooster Brush Co., Vice Chair.  Workman chaired

the meeting in the absence of Chris Tesmer, Shur-Line, Chair.  
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In talking about the waste minimization hierarchy, Eichelberger
explained the bottom of the list is taking things to the landfill, while at the
top is prevention. He told a story about a company on the East Coast that
manufactures chassis. The company was using a landfill that was nearly
full.

“This company was taking two shipments per week to the landfill. The
town was getting ready to open a new landfill and a lot of community res-
idents were pretty upset about that, especially with this company sending
so much to the original landfill,” Eichelberger said. “The company decid-
ed to take their name out of the equation entirely, and began to push for
zero landfill.

“One of the things that really helped them was working with suppliers.
Parts for the chassis came in big boxes of Styrofoam, strapping and
stretch wrap. The manufacturer then designed a fixture for the parts.
Because the supplier wasn’t too far away, it could put the parts into this
fixture and send the fixture to the manufacturer. The manufacturer could
take the parts off the fixture and send the fixture back to the supplier, sav-
ing the need for all the packaging. This plan created a good win-win for
the supplier and the customer.”

About in the middle of the waste minimization hierarchy is recycling,
which is a good option, Eichelberger said, although not as good an option
as reducing.

“At our facility’s cafeteria, when we first started this process, we used
a lot of plastic silverware and put it in the landfill,” Eichelberger said.
“We switched to compostable silverware and then, after a while, our
Green Team said, ‘Why don’t we just buy regular silverware and wash it
and not put anything into composting at all?’

“Another practice we employ is composting. We are at a slight advan-
tage in Portland because there is municipal composting available, but I
have talked to other companies across the United States that have found
creative ways of  composting, either on site or off site. We compost about
6 tons of material annually.”

Eichelberger said some of the more challenging items to reduce, re-use
or recycle were plastic materials such as potato chip bags, sticker label
backing and various types of stretch wrap.

One of the ideas that worked was designating a box where employees
could place these materials. Examples of the types of materials that
should go into the box were placed on the box.

“We made it easy for people to comprehend what they could put in
there,” Eichelberger said. “It seems to work well.”

Eichelberger shared how Purdy works with other companies to reuse
and recycle waste materials such as copper and filament.

“Copper is a good resource,” Eichelberger said. “Many companies in
our area will take our electrical wire, strip the coating off and recycle the
copper.

“We looked at our waste streams and cardboard was way up there as
the No. 1 item, but filament was another item that was pretty high on
the list. We have a partner that we work with that takes our filament
and utilizes it in a first quality product, which saves them resources.
They are happy to partner with us. We load the filament waste on con-
tainers and ship them by rail to this customer and they pick up the
freight. All we have to do is put it in boxes and get it ready for ship-
ment.”

Eichelberger also shared that Purdy will send such items as Styrofoam
that come from its suppliers back to the suppliers to be reused. 

“We also have clips for fabric that we save in a little box, and, when it
is full, we send them back to our suppliers,” Eichelberger said. “We have
boxes that we keep and then send to our Sherwin-Williams distribution
center. We started doing this a year and a half ago, and it has saved thou-
sands of dollars.”

Eichelberger pointed out some items that cannot be recycled such as
cigarette butts, latex gloves, epoxy liners, some kinds of filters and ear
plugs.

“We are transitioning our employees to reusable ear plugs to eliminate

waste,” Eichelberger said. “Once we fill up our compactor with these
items, our solution is going to be clean incineration to convert the inciner-
ated materials into energy.”

In service to the community, Purdy participates in environmentally
friendly projects such as adopting a portion of highway to help keep clean.

“(The adopted highway) runs underneath the St. John’s Bridge, which
is the same area where Desmond Purdy started making brushes back in
1925,” Eichelberger said. “We get out there four times a year. We eat
breakfast in the morning and then we drive out and clean up the highway.
It takes about two hours and it is a lot of fun. Sometimes we do a challenge
where we look for the most interesting item on the road, and talk about it.

You wouldn’t believe what we find out there.”
Purdy also helps keep a lake clean near its facility and is involved in

helping a local school.
“Many of our employees have kids who go to this school and we will

clean, paint, and do some things that improve that facility,” Eichelberger
said. “One of my favorite projects is the STARS program — Students and
Teachers Achieve Recycling Success. My wife works at a charter school
in Portland, and she brought out (to the Purdy facility) a bunch of students,
parents and teachers and we talked to them about our recycling process
and shared information. 

“They are going to be one of the first schools in Portland to launch a
zero landfill initiative. The school’s students are really excited and
engaged.”

Purdy also sends brushes to public schools to help with their art pro-
grams. Another activity Purdy conducts is a “Kids Day” at its facility
where children come to work with their parents to learn about work and
receive some environmental sustainability instruction.

“We also share within our company,” Eichelberger said. “We had an
Eco Summit in June 2011 where we had representatives from 17 different
facilities come out to learn some of our best practices. It was really fun.
We also took our Green Team to visit a Toyota plant. Toyota’s recycle rate
is about 96 percent at their facility.”

Eichelberger shared that Purdy is always seeking creative ways to get
its waste out of the plant.

“Our last landfill shipment was October 2009 and we eliminated
240,000 pounds of rubbish going into our landfills,” Eichelberger said.
“We haven’t had a pickup since and it is all because of our employees and
our team. We have a great team of people who are committed 100 percent
of the time.”
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Jeff Eichelberger, Plant Manager of Purdy, 
gave a Technical Presentation on “Zero To Landfill” 

at the Paint Applicator’s Division Meeting.
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Jones Companies, Ltd. of Humboldt, TN, were
exhibitors at the ABMA Suppliers Display Program.
Pictured, from left, are  Andrew Dailey, Jones
Companies, and R.J. Lindstrom, Zephyr Mfg. Co.

Borghi USA  of Aberdeen, MD, and Borghi S.P.A., of
Italy, were among the exhibitors at the ABMA Suppliers
Display Program.  Pictured, from left, are John Cottam,
Industrial Brush Corp.; Carlos Petzold, Borghi USA;
Steve Trapp, Venture Plastics, Inc.; and Matt
Tompkins, Borghi USA.

DuPont Filaments, of Wilmington, DE, was among the
exhibitors at the ABMA Suppliers Display Program.
Pictured, from left, are Tom Vichich and John Hackney.

Jones Companies

Borghi USA & Borghi S.P.A. DuPont Filaments
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Brush Fibers, Inc. of Arcola, IL, was an exhibitor at the
ABMA Suppliers Display Program. Pictured, from left,
are  Chuck Copp, Monahan Filaments; Chris Monahan,
Brush Fibers; and Don Leventhal, Newton Broom &
Brush Co.

Brush Fibers
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PelRay International of San Antonio, TX, was an
exhibitor at the ABMA Suppliers Display Program.
Pictured, from left, are  R.J. Lindstrom, Zephyr Mfg.
Co.; Jan Haviland, Haviland Corp.; Katie Pelton,
PelRay; Bart Pelton, PelRay; Michael McKenzie,
PelRay; and Ray LeBlanc, PelRay.

Proveedora Mexicana De Monofilamentos (PMM)  of
Mexico City, Mexico, was an exhibitor at the ABMA
Suppliers Display Program. Pictured from left, are
Karen and Scott Enchelmaier, Industrial Brush Co.;
Enrique Mejia, PMM; Dennise Silva, PMM, and Cynthia
Sauza, PMM. 

Jewel Wire Co, a division of Loos & Sons, of Pomfret,
CT, was an exhibitor at the ABMA Suppliers Display
Program. Pictured, from left, are Dave Fournier,
Richard Griswold, and Debbie Couture.

Machines Boucherie NV and Boucherie USA of
Izegem, Belgium and Knoxville, TN, were exhibitors at
the ABMA Suppliers Display Program. Pictured, from
left, are Mark Borsari, Sanderson-MacLeod, Inc.; Bart
Boucherie Jr., Machines Boucherie NV; Gary Townes,
Magnolia Brush; and John Williams, Boucherie USA.

Boucherie USA/Machines
Boucherie NV

PelRay International

Proveedora Mexicana
De Monofilamentos

Jewel Wire
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Zahoransky USA of Sugar Grove, IL,  and Zahoransky
AG of Germany, were exhibitors at the ABMA Suppliers
Display Program.  Pictured from left, are Artur Seger of
Zahoransky USA;  Robert Dous, Zahoransky AG; Kevin
Kigyos, Zahoransky USA and Frank Kigyos, Zah-
oransky USA.

Static Faction, Inc. of Salem, MA, was an exhibitor at
the ABMA Suppliers Display Program. Pictured, from
left, are Ian Moss of Static Faction and Reinhold Horz,
DKSH Brush & Apparel, Ltd., Switzerland.

Lanoco Specialty Wire Products, Inc. of Sutton, MA,
was an exhibitor at the ABMA Suppliers Display
Program. Pictured is Kevin Lannon, left, and Gus
Treslo, E. Gornell & Sons.

Hahl, Inc. of Lexington, SC, was an exhibitor at the
ABMA Suppliers Display Program. Pictured, from left,
are  Andrew McIlroy, Hahl, Inc.; Mark Fultz, Abtex
Corporation; and  Terry Hogan, Hahl, Inc.

Static Faction Lanoco 
Specialty Wire Products

Hahl, Inc. Zahoransky USA / 
Zahoransky AG
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Wohler Brush Tech GmbH of Germany, was among the
exhibitors at the ABMA Suppliers Display Program.
Pictured is Matthias Peveling, General Manager of
Wohler.

InterSomma, LLC of Pembroke Pines, FL, was an
exhibitor at the ABMA Suppliers Display Program.
Pictured is Romel Bezerra, president.

Yo Yuen Metal Wire Co., Ltd, of Taiwan, was an
exhibitor at the ABMA Suppliers Display Program.
Pictured is Joyce Huang.

Keystone Plastics, Inc. of South Plainfield, NJ, was an
exhibitor at the ABMA Suppliers Display Program.
Pictured, from left, are Jeff and Terry Malish, Malish
Corp.; Marvin Naftal, and Michael Naftal of Keystone
Plastics. Terry Malish, a former ABMA president, is
retired.

InterSomma, LLC Yo Yuen Metal Wire Co., Ltd.

Keystone Plastics Wohler Brush Tech GmbH  
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Monahan Filaments of Arcola, IL, was among the
exhibitors at the ABMA Suppliers Display Program.
Pictured, from left, are Tim Groff, Venture Plastics, Inc.,
and Matt Monahan, Monahan Filaments.

Plasticfibre S.P.A., of Italy, was an exhibitor at the
ABMA Suppliers Display Program. Pictured, from left,
are Brian Crawford, Carolina Filaments, and  Sergio
Fiori, Plasticfibre S.P.A. 

Northeast LTDA of Sao Paulo, Brazil  was an exhibitor
at the ABMA Suppliers Display Program.  Mike
Grossmann, and his wife, Yuriko, of Northeast LTDA,
are pictured.

Draper Knitting Co. of Canton, MA, was an exhibitor at
the ABMA Suppliers Display Program. Pictured, from
left, are Bob Vassi and Kristin Draper.

Draper Knitting Monahan Filaments

Plasticfibre S.P.A. Northeast LTDA
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president and CEO at Gordon Brush. This includes the relationships he
has formed with a wide variety of customers and suppliers as well as
employees and fellow brush
makers within the industry. 

Keeping a quality work
force in place is one of the
ways Gordon Brush has been
able to enjoy its current
longevity and success,
according to Rakusin.

“We have people who have
been here for over 35 years.
Our work force includes broth-
ers, fathers and sons, sisters,
and cousins. We are able to
provide steady employment
with good pay and benefits,”
Rakusin said. “I can’t go as far
as guaranteeing somebody a
job for life, but the reality is
many people have been able to
stay here for their entire work
lifetime. It’s worked out well for both our company and our employees.
There is a good system in place here. It’s also good to not have constant
turnover in employees.”

A Future Full Of Brushes 

The last time Ken Rakusin said he looked into the matter, prod-
ucts made by Gordon Brush could be found in 84 countries, a
statistic that initially surprised him.

“I would have guessed 20 or 30 countries, but not 80-plus,” he said.
“I feel many customers like us because they know we are capable of
providing the type of products they are looking to use and need. We
don’t really have a marketing arm in Egypt, but we are able to sell
brushes into that country and many others. This includes those in Asia,
Africa and Eastern Europe.”

To help with this success, Rakusin
said it’s vital that Gordon Brush gets
its orders from customer's right the
first time. 

“We want our customers to receive
exactly what they are looking for —
without any questions. Our brush
products have to be made to the right
specifications and with the correct
materials,” he said. “Our people are
trained to make sure all of this hap-
pens.”

Gordon Brush continues to work on improving its engineering capa-
bilities, along with hiring and training additional employees, so that the
company is prepared when new business arrives. 

“Our customer service department also does a very good job. They
are much attuned to the needs of customers. I sometimes wonder if they
work for me or for the customer, as they will bend over backward to
help these people with their issues,” Rakusin said. 

Looking ahead toward the remainder of 2012 and beyond, Rakusin
remains optimistic about not only the health of Gordon Brush, but other
North American brush producers as well. He said there are some indi-
cators showing that overall manufacturing levels in the United States
may be growing. 

“The more products made in the United States, the better off everyone

who is involved with the (domestic) brush industry becomes. This is
because a lot of products involve brushes,” Rakusin said. “I’m assuming
that when this year’s Interbrush (machinery trade fair held every four years

in Freiburg, Germany) takes
place in May, there will be
more activity from U.S.
brush makers. There could
be more people interested in
taking that next step of buy-
ing something new to
replace a machine that has
become obsolete.

“Attending Interbrush
can also help those brush
manufacturers who might
be looking to purchase
machinery two to three
years down the road.”

Interbrush is billed as a
worldwide leading special-
ized trade fair for
machines, materials and
accessory equipment of the

broom, brush, paint roller and mop industries.
“The event allows companies to know what is available on the world

machinery marketplace,” Rakusin said. “Not only is the networking at
Interbrush important, but (brush, mop, roller and broom makers) have a
chance to meet machinery manufacturers face to face. I look forward to
attending Interbrush every four years.”

Rakusin is also a strong advocate of the American Brush
Manufacturers Association (ABMA). He has been attending ABMA
events since joining Gordon Brush in 1990. Rakusin has held various
board and committee seats within the organization over the years,
including that of ABMA President from 2005 to 2007. 

“ABMA is a great tool for me to network with people associated with
the brush industry. I learn a lot from my membership,” Rakusin said. “I
will never forget going to my first ABMA meeting in 1990. There were all

of these people talking
to each other about
all kinds of topics. It
didn’t matter if it
was a brush manu-
facturer talking to
another brush manu-
facturer or a supplier
talking to another
supplier — everyone
was very friendly. It
was an amazing

thing to experience.”
Rakusin added a main goal every year while attending the ABMA

Annual Convention is to meet and become friends with somebody new.
“I have called on a lot of people who I have met through ABMA over

the years, and have asked them all kinds of questions. I’ve also been
able to return the favor,” he said. “There have been times when brush
companies refer customers to us when coming across a product that
they couldn’t make themselves. This is due to the friends I have found
within the brush industry through ABMA. These are people I often only
see at the convention. It’s a great vehicle.”

Contact: Gordon Brush Mfg. Co., Inc., 
6247 Randolph St., Commerce, CA 90040-3514. 

Phone: 800-950-7950 or 323-724-7777.
Website: www.gordonbrush.com.

Located in Commerce, CA, Gordon Brush produces 
approximately 15,000 different types of brushes. 

“We want our customers to receive exactly 
what they are looking for — without any 

questions. Our brush products have to be 
made to the right specifications and with the
correct materials. Our people are trained to

make sure all of this happens.”
— Gordon Brush President & CEO Kenneth Rakusin

Gordon Brush: Continued From Page 12
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Today, paintbrush filaments from
DuPont offer many options in shape,
color and taper control to give the pro-
fessional and do-it-yourself painter
superior pick up and less water
absorption for smooth, even paint
release. With trademarked DuPont™
Tynex® and Chinex® tapered nylon,
and Orel® tapered polyester filaments
for premium paintbrushes, DuPont’s
extensive range of standard dyed col-
ors allow paintbrush manufacturers to
vary colors in their formulations with-
out batch dye, saving time and cost.

DuPont’s paintbrush filaments pro-
vide benefits in cleanability, durability
and performance, and yield cost sav-
ings through extended lifetimes. The
combination of these three attributes
can positively affect the useful life of a
paintbrush, in some cases extending
lifetime to as long as 20 years. The
specific benefits of paintbrushes made
with Tynex® filaments, which
appealed to survey samples of male
and female painters in two recent mar-
ket research studies funded by
DuPont, were excellent paint pick up
and release, cleanability with just soap
and water for continuous reuse, and
superior abrasion resistance over time
compared to natural bristles.

Meeting New Demands 
In Abrasive Filaments 

DuPont has observed changes in the
properties demanded by users of abra-
sive and industrial filaments.
Industrial processing applications are
becoming increasingly severe, partic-
ularly in high temperature chemical
environments, and users demand
more efficient deburring and polish-
ing of metal parts. Despite these
tougher requirements, operators also
expect brushes and filaments to last longer to reduce processing costs. In
addition, new applications are emerging which require more aggressive
and powerful abrasive (ABR) filaments.

Complementing its traditional silicon carbide and aluminum oxide grit
filaments for industrial and floor care brushes, DuPont has responded by

developing new ABR filaments that
meet those needs by providing
greater strength and stiffness (even
when wet), enhanced durability and
chemical resistance, and ultimately,
longer brush life. For example,
DuPont™ Tynex® A ceramic grit
filaments meet new performance
expectations in deburring of alloy
parts and textile fabric sueding,
while Herox® AD diamond grit fil-
aments are recommended for stone,
marble and ingot polishing.

New at Interbrush 2012 are
Tynex® A HDP filaments, provid-
ing enhanced caustic and heat
resistance in extreme applications
such as metal sheet cleaning
processes in steel mills. The new
filaments exhibit better tensile
strength, enhanced impact fatigue
and resistance to brushing motion
during long-term exposure to
strong acid solution at 85°C than
standard filaments. DuPont is also
developing a new grit-loaded fila-
ment for the silicon ingot polishing
process used in the photovoltaic
industry.

DuPont (NYSE: DD) has been
bringing world-class science and
engineering to the global market-
place in the form of innovative prod-
ucts, materials, and services since
1802. The company believes that by
collaborating with customers, gov-
ernments, NGOs, and thought lead-
ers it can help find solutions to such
global challenges as providing
enough healthy food for people
everywhere, decreasing dependence
on fossil fuels, and protecting life
and the environment. 

For additional information about
DuPont and its commitment to inclu-
sive innovation, visit www.dupont.com. 

Further information on the multi-
application range of DuPont Filaments products can be found at fila-
ments.dupont.com/.

The DuPont Oval Logo, DuPont™, The miracles of science™,
Tynex®, Natrafil®, StaClean™, Orel®, Herox® and Chinex® are regis-
tered trademarks or trademarks of DuPont or its affiliates. 

DuPont: Continued From Page 26
Long Life For DuPont 
Paintbrush Filaments 

DuPont™ Tynex® and Chinex® nylon, and Orel® polyester
tapered filaments for premium paintbrushes give the professional
and do-it-yourself painter superior pick up and less water absorp-

tion for smooth, even paint release and longer brush life. 

DuPont™ Tynex® A ceramic and Herox® AD diamond grit fila-
ments and Tynex® A HDP filaments meet emerging performance
expectations in metal deburring, textile fabric sueding, stone,
marble and ingot polishing and steel sheet cleaning processes.
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By Rick Mullen | Broom, Brush & Mop Associate Editor

U.S. government trade figures for all of 2011 indicate raw material
imports were down in two of the three categories outlined in this issue, com-
pared to all of 2010. For December 2011, raw material imports were also
down in two of the three categories outlined, compared to December 2010.

Import totals for all of 2011 were down in four of the five finished
goods categories compared to all of 2010. In December 2011, three of the
five categories outlined recorded decreases, compared to December 2010.

RAW MATERIAL IMPORTS
Hog Bristle

The United States imported 16,725 kilograms of hog bristle in December
2011, down 65 percent from 47,350 kilograms imported in December 2010.
During all of 2011, 414,511 kilograms of hog bristle were imported, a 2
percent decrease from 422,735 kilograms imported during all of 2010.

China sent 414,365 kilograms of hog bristle to the United States during
all of 2011.

The average price per kilogram for December 2011 was $22.13, up 92
percent from the average price per kilogram for December 2010 of
$11.55. The average price per kilogram for all of 2011 was $9.83, up 15
percent from the average price per kilogram of $8.52 for all of 2010.

Broom And Mop Handles
The import total of broom and mop handles during December 2011

was 1.4 million, up 8 percent from 1.3 million for December 2010.
During all of 2011, 21.9 million broom and mop handles were imported,
up 5 percent from 20.8 million for all of 2010.

During all of 2011, the United States received 9.5 million broom and mop
handles from Brazil, 4.5 million from China and 4.4 million from Honduras.

The average price per handle for December 2011 was 82 cents, up 1
cent from the average price for December 2010. The average price for all
of 2011 was 84 cents, up 14 percent from 74 cents for all of 2010.

Metal Handles
The import total of metal handles during December 2011 was 1.6 mil-

lion, down 33 percent from 2.4 million for December 2010. During all of
2011, 31 million metal handles were imported, down 16 percent from 37
million for all of 2010.

During all of 2011, Italy shipped 12.9 million metal handles to the
United States, while China sent 11.9 million and Spain shipped 5.1 million.

The average price per handle for December 2011 was 74 cents, up 9
percent from 67 cents for December 2010. The average price for all of
2011 was also 74 cents, up 40 percent from 53 cents for all of 2010.

FINISHED GOODS IMPORTS
Brooms Of Broom Corn

Valued At Less Than 96 Cents
Imports of brooms of broom corn valued at less than 96 cents per

broom during December 2011 totaled 3,288, down 83 percent from
18,984 brooms imported during December 2010. During all of 2011,
175,464 brooms of broom corn were imported, up 26 percent from
139,356 imported during all of 2010. 

All the brooms were imported from Mexico.
The average price per broom in December 2011 was 84 cents, up 1 cent

from the average price for December 2010. The average price per broom for
all of 2011 was 81 cents, down 1 cent from the average price for all of 2010.

Brooms Of Broom Corn
Valued At More Than 96 Cents

The United States imported 522,697 brooms of broom corn valued at
more than 96 cents per broom during December 2011, up 13 percent from
488,864 for December 2010. During all of 2011, 8.4 million brooms of
broom corn were imported, down 5 percent from 8.8 million imported
during all of 2010.

Mexico shipped 8.1 million brooms to the United States during all of
2011.

The average price per broom for December 2011 was $2.50, up 4 per-
cent from the average price for December 2010 of $2.41. The average
price per broom for all of 2011 was $2.40, down 2 percent from $2.45 for
all of 2010.

Brooms & Brushes Of Vegetable Material
The import total of brooms and brushes of vegetable material during

December 2011 was 66,423, down 62 percent from 173,073 brooms and
brushes imported during December 2010. During all of 2011, 1.6 million
brooms and brushes were imported, down 41 percent from 2.7 million
imported during all of 2010.

Sri Lanka exported 930,363 brooms and brushes to the United States
during all of 2011, while Vietnam sent 272,040 and China shipped
162,776.

The average price per unit for December 2011 was $1.03, down 46 per-
cent from $1.92 for December 2010. The average price for all of 2011
was $1.26, a decrease of 18 percent from the average price recorded for
all of 2010 of $1.54.

Toothbrushes
The United States imported 94.4 million toothbrushes in December

2011, up 18 percent from 79.7 million imported in December 2010.
During all of 2011, 916.1 million toothbrushes were imported, down
slightly from 919.6 million imported during all of 2010.

China sent 637.1 million toothbrushes to the United States during all of
2011. Among the other countries shipping toothbrushes to the United
States were Switzerland, 81.4 million; Vietnam, 68.5 million; India, 41.6
million; and Germany, 30.7 million.

The average price per toothbrush for December 2011 was 21 cents, down
2 cents from the average price for December 2010. The average price for
all of 2011 was 23 cents, up 1 cent from the average price for all of 2010.

Paintbrushes
U.S. companies imported 17 million paintbrushes during December

2011, down 2 percent from 17.3 million paintbrushes imported during
December 2010. Paintbrush imports for all of 2011 were 223.6 million,
down 8 percent from 243.8 million recorded for all of 2010.

China shipped 179.5 million paintbrushes to the United States during
all of 2011.

The average price per paintbrush for December 2011 was 29 cents, up
2 cents from the average price for December 2010 of 27 cents. The aver-
age price for all of 2011 was 30 cents, up 11 percent from the average
price of 27 cents for all of 2010.

Imports For 2011 Mostly Down 
In Categories Outlined
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BROOM CAPS                       BRUSH and HANDLE FERRULES

MANUFACTURING INCORPORATED
P.O. Box 6505 Wolcott, CT 06716 Phone 203-879-1481

0502100000 Pigs’, Hogs’ or Boars’ Bristles
and Hair and Waste Thereof

December Year To Date
Country Net Q/KG Value Net Q/KG Value
Thailnd 146 10,335
China 16,725 370,192 414,365 4,062,462
TOTAL 16,725 370,192 414,511 4,072,797

0502900000 Badger Hair and Other
Brushmaking Hair and Waste Thereof

December Year To Date
Country Net Q/KG Value Net Q/KG Value
U King 37 67,602
Germany 3 2,595 171 166,348
Kyrgyzs 18,204 39,500
Thailnd 1,507 107,149
China 338 18,477 52,563 1,229,703
TOTAL 341 21,072 72,482 1,610,302

0511993300 Horsehair and Horsehair Waste, Whether or Not
Put Up As A Layer With or Without Supporting Material

December Year To Date
Country Net Q/KG Value Net Q/KG Value
Peru 53 2,471
Paragua 10,071 112,043 20,324 219,717
Germany 9,447 89,883 14,047 131,055
Italy 6 5,029
China 25,147 231,597 247,045 2,704,440
Austral 1 9,870
Rep Saf 15 3,379
TOTAL 44,665 433,523 281,491 3,075,961

1404903000 Istle Used Primarily In Brooms or In Brushes,
Whether or Not In Hanks or Bundles

December Year To Date
Country Net Q/KG Value Net Q/KG Value
Mexico 18,551 93,808 338,787 1,701,994
TOTAL 18,551 93,808 338,787 1,701,994

4417002000 Broom and Mop Handles, 1.9 CM or More In
Diameter and 97 CM or More In Length, Of Wood

December Year To Date
Country Net Q/No. Value Net Q/No. Value
Canada 40,507 34,915
Mexico 56,225 26,054 521,358 153,494
Hondura 310,577 156,409 4,400,826 2,093,630

Colomb 120,690 63,746
Brazil 545,587 648,829 9,512,378 10,716,491
Belgium 58,045 73,717
India 3,273 4,343
Sri Lka 50,000 68,235 660,287 845,591
Malaysa 40,100 42,753
Indnsia 136,495 143,227 1,980,771 1,964,104
China 265,690 82,293 4,485,265 2,260,461
Taiwan 47,532 46,313
TOTAL 1,364,574 1,125,047 21,871,032 18,299,558

4417004000 Paint Brush and Paint Roller Handles, Of Wood
December Year To Date

Country Net Q/Variable Value Net Q/Variable Value
Canada 3,194
Germany 21,299
Czech 13,234 60,508
Poland 114,441
Italy 14,057 5,519,273
India 2,181
Thailnd 55,615
Indnsia 104,901 1,102,038
China 140,083 1,797,647
Taiwan 2,755 53,206
TOTAL 275,030 8,729,402

4417006000 Brush Backs, Of Wood
December Year To Date

Country Net Q/No. Value Net Q/No. Value
Canada 174,913 54,263 2,588,849 1,033,781
Brazil 31,050 34,643
Sri Lka 301,171 205,208 3,091,591 1,785,101
China 408,828 113,357
TOTAL 476,084 259,471 6,120,318 2,966,882

4417008010 Tool Handles of Wood
December Year To Date

Country Net Q/Variable Value Net Q/Variable Value
Canada 14,625 150,642
Mexico 4,229 177,466
Brazil 234,375 3,027,912
U King 12,222
Nethlds 17,494
Germany 9,371
Spain 24,106 24,106
India 4,282
Vietnam 49,938 551,459
Indnsia 21,169 57,246
China 59,596 698,900
Taiwan 48,590 370,197
TOTAL 456,628 5,101,297

4417008090 Tools, Tool Bodies, Broom or Brush Bodies,
Shoe Lasts and Trees, of Wood

IMPORTS
Broom and Brush

December Imports By Country
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Royal Paint Roller
Royal Paint Roller — a name known in the industry for over
35 years for top quality products, fine service and competitive prices.

Manufacturer of paint rollers in ALL SIZES—from Slim Jim to Jumbo 21⁄4”
I.D. in VARIETY OF FABRICS—including lambskin, kodel, lambswool,
synthetic blends & “Lint Free” woven line.

Also a complete line of frames, trays, paint brushes & painting accessories for
the professional and Do-It-Yourself markets.

Specializing in private labeling at competitive prices.

ROYAL PAINT ROLLER
248 Wyandanch Avenue 

West Babylon, N.Y. 11704
Tel: (631) 643-8012  •   Fax: (631) 253-9428

December Year To Date
Country Net Q/Variable Value Net Q/Variable Value
Canada 121,443 1,059,510
Mexico 61,147 157,202
Hondura 17,200
Nicarag 2,477
Chile 601,739 7,211,091
Brazil 9,376
Sweden 10,594
Denmark 5,121
U King 19,935 132,232
France 16,447
Germany 12,960
Austria 4,920
Czech 2,688
Switzld 5,731
Poland 2,650
Russia 2,770
Spain 14,827 73,079
Italy 45,023
Romania 4,490
India 149,612 1,070,497
Sri Lka 105,316
Vietnam 5,397 183,189
Indnsia 68,407 156,499
China 312,884 2,923,137
Hg Kong 24,400
Taiwan 62,689
Japan 435,565 3,949,375
Austral 2,145
TOTAL 1,790,956 17,252,808

7326908576 Metal Handles For Brooms, Mops, Paint Applicators
December Year To Date

Country Net Q/No. Value Net Q/No. Value
Canada 120,006 11,737

Mexico 11,952 4,545 279,870 107,402
Brazil 278,315 186,349
Sweden 215 3,365
Denmark 605 7,181 4,485 55,077
Belgium 4 4,014
Germany 14 2,821
Spain 293,504 170,004 5,063,935 2,550,623
Italy 714,400 720,249 12,945,714 10,692,680
Israel 2,421 2,416
China 604,016 305,066 11,856,793 8,899,936
Hg Kong 11,165 12,866
Taiwan 409,253 236,168
TOTAL 1,624,477 1,207,045 30,972,190 22,765,454

9603100500 Wiskbrooms, of Broom Corn, LT=.96 EA. Prior to Entry
or Withdrawal for Consumption of 61,655 Dozen In Calendar Year

December Year To Date
Country Net Q/No. Value Net Q/No. Value
Mexico 7,636 7,291 37,156 32,783
China 12,240 9,094
TOTAL 7,636 7,291 49,396 41,877

9603104000 Other Brooms, of Broomcorn, LT=.96 EA, Prior to Entry or
Withdrawal For Consumption of GT=121,478 Dozen in Calendar Year

December Year To Date
Mexico 30,252 24,553
TOTAL 30,252 24,553

9603105000 Other Brooms, of Broomcorn, LT=.96 EA, at Entry or
Withdrawal For Consumption of GT=121,478 Dozen in Calendar Year

December Year To Date
Country Net Q/No. Value Net Q/No. Value
Mexico 3,288 2,776 175,464 142,549
TOTAL 3,288 2,776 175,464 142,549

9603106000 Other Brooms, Of Broomcorn, Valued Over .96 Each
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December Year To Date
Country Net Q/No. Value Net Q/No. Value
Mexico 518,587 1,297,383 8,093,624 19,523,334
Hondura 33,300 83,478 313,488 657,941
Italy 810 2,441 810 2,441
TOTAL 552,697 1,383,302 8,407,922 20,183,716

9603109000 Brooms & Brushes, Consisting of Twigs
or Other Vegetable Materials Bound Together,

With or Without Handles, NESOI
December Year To Date

Country Net Q/No. Value Net Q/No. Value
Canada 7,056 56,751
Mexico 400 2,913 66,919 98,039
Trinid 4 5,650
Sweden 200 3,021
U King 1,001 10,845
France 7 6,708
Germany 2,486 11,032
Estonia 9,000 20,256
Italy 396 5,368
Turkey 2,000 5,560
India 11,654 14,911
Sri Lka 28,298 21,760 930,363 917,444
Thailnd 3,000 6,261 62,974 144,853
Vietnam 23,200 22,419 272,040 281,656
Phil R 28,120 45,252
China 11,525 14,809 162,776 326,831
Kor Rep 900 3,127
Japan 4,601 8,160
TOTAL 66,423 68,162 1,562,497 1,965,464

9603210000 Toothbrushes, Incl. Dental-Plate Brushes
December Year To Date

Country Net Q/No. Value Net Q/No. Value
Canada 11,921 7,856 159,833 127,757
Mexico 263,277 155,152 4,667,559 1,802,811
Guatmal 1,600 13,955 78,400 29,685
Brazil 556,704 150,070 6,107,523 1,877,423
Sweden 2,100 4,633 429,645 278,892
Norway 23,550 11,709
U King 159,178 259,430
Ireland 192,456 273,951 2,672,020 3,182,425
Nethlds 10,675 32,324 617,315 114,399
Belgium 1 2,995
France 8,625 16,939
Germany 2,248,448 1,885,530 30,663,764 22,964,696
Hungary 5,040 13,246 65,067 136,128
Switzld 6,938,432 3,169,370 81,488,653 35,261,600
Poland 4,338 3,933 418,290 50,596
Spain 40,800 3,975
Italy 226,218 90,679 2,552,321 905,112
Turkey 121,976 43,402
Israel 467,120 65,572
Bahrain 654,048 96,344 654,048 96,344
India 5,265,056 1,100,008 41,632,053 6,140,570
Thailnd 1,275,264 173,642 5,998,865 1,001,793
Vietnam 8,097,272 491,686 68,457,728 4,246,695
Malaysa 403,824 20,787 14,856,374 731,389
Indnsia 240,280 47,496 1,270,052 162,609
China 67,508,237 11,498,834 637,127,094 126,687,998
Kor Rep 77,280 57,659 5,769,548 966,521
Hg Kong 132,876 19,950 1,010,511 306,818
Taiwan 243,061 86,959 3,330,765 914,066
Japan 12,180 29,811 4,057,473 1,048,934
Austral 28,130 18,003
Gabon 1,171,872 164,241
TOTAL 94,370,587 19,423,875 916,106,153 209,621,527

9603294010 Hairbrushes, Valued Not Over .40 Each
December Year To Date

Country Net Q/No. Value Net Q/No. Value
Italy 6,483 2,671

Thailnd 45,624 16,741
Vietnam 7,200 3,692 40,800 17,746
China 2,797,480 887,386 49,519,583 14,149,327
Kor Rep 9,420 4,147 17,316 7,103
Hg Kong 39,600 2,377 602,520 85,905
Taiwan 50,652 17,015
TOTAL 2,853,700 897,602 50,282,978 14,296,508

9603294090 Shaving Brushes, Nail Brushes,
Eyelash Brushes & Other Toilet Brushes For Use On The Person,

Valued Not Over .40 Each
December Year To Date

Country Net Q/No. Value Net Q/No. Value
Mexico 4,198,025 265,517 35,813,775 2,688,503
France 100,000 27,814 258,172 41,562
Germany 169,500 20,141 9,754,271 1,942,079
Switzld 67,200 12,826
Italy 31,800 5,004
India 2,014,380 72,089
China 7,988,938 803,152 58,042,334 7,852,557
Kor Rep 500,000 8,914 15,201,900 303,223
Hg Kong 244,640 37,100
Taiwan 14,400 2,912 252,020 60,461
Japan 165,150 47,498 165,688 57,882
N Zeal 69,140 25,790 69,140 25,790
TOTAL 13,205,153 1,201,738 121,915,320 13,099,076

9603302000 Artists Brushes, Writing Brushes & Similar Brushes For
Application Of Cosmetics, Valued Not Over .05 Each

December Year To Date
Country Net Q/No. Value Net Q/No. Value
Mexico 136,452 4,822 10,927,007 382,806
France 3,000,000 100,600
Germany 3,095,000 128,447 36,332,490 1,403,465
Italy 6,347,000 82,320 74,679,600 853,875
India 5,371,967 96,511
Thailnd 1,925,999 71,061
China 12,029,912 327,270 141,208,502 3,835,643
Kor Rep 2,788,200 61,096 27,310,200 712,416
Hg Kong 347,824 10,118
Taiwan 322,000 5,933 6,988,000 162,301
Japan 600,000 27,051
TOTAL 24,718,564 609,888 308,691,589 7,655,847

9603304000 Artists Brushes, Writing Brushes & Similar Brushes For
Application of Cosmetics, Valued Over .05 But not Over .10 Each

December Year To Date
Country Net Q/No. Value Net Q/No. Value
Mexico 6,921,407 558,862 89,074,979 6,852,301
Brazil 288,000 22,249
Germany 639,500 49,324 18,719,989 1,349,934
India 62,640 5,329 1,150,379 95,883
Thailnd 514,894 60,483
China 10,714,922 795,288 130,282,230 9,715,727
Kor Rep 256,000 19,791 3,772,980 287,449
Hg Kong 160,000 15,308 2,473,614 192,144
Taiwan 310,288 21,568 7,457,984 495,599
Japan 300,000 23,343 500,000 39,083
TOTAL 19,364,757 1,488,813 254,235,049 19,110,852

9603306000 Artists Brushes, Writing Brushes & Similar Brushes For
Application Of Cosmetics, Valued Over .10 Each

December Year To Date
Country Net Q/No. Value Net Q/No. Value
Canada 40 2,909 32,245 177,568
Mexico 8,424,082 1,366,626 134,464,819 22,288,967
Dom Rep 145,482 149,169 1,787,863 2,093,215
Chile 336 2,763
Brazil 120 7,931 360 23,230
U King 167,181 216,862 1,061,159 2,366,472
Ireland 1,437 11,690
Nethlds 2,370 15,289
Belgium 50 3,353 50 3,353
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France 361,941 621,937 1,255,532 4,030,700
Germany 1,367,295 358,928 15,378,984 4,196,748
Austria 100 12,504
Czech 24,760 3,446
Switzld 186 14,892 1,685 64,417
Poland 600 2,848 600 2,848
Spain 8,812 52,928 140,369 691,890
Italy 104,010 66,038 335,383 286,342
Greece 1,133 31,637
Israel 9,115 31,237
India 738,667 284,796 7,707,102 3,025,350
Sri Lka 153,372 67,054 2,256,246 1,174,118
Thailnd 75,039 36,092 3,824,213 2,636,458
Singapr 684 4,590
Indnsia 74,782 85,218
Phil R 2,592 9,470
China 20,486,567 11,506,602 232,942,059 153,345,192
Kor Rep 93,137 82,697 2,925,168 2,727,339
Hg Kong 344,850 269,181 5,975,094 3,328,828
Taiwan 375,497 134,492 3,053,503 1,214,732
Japan 258,298 995,106 3,591,254 14,846,483
Austral 1,506 14,024
Mauritn 9,321 38,174 86,067 272,597
Maurit 11,000 7,600
TOTAL 33,114,547 16,278,615 416,949,570 219,026,315

9603402000 Paint Rollers

December Year To Date

Country Net Q/No. Value Net Q/No. Value

Canada 29,915 28,433

Mexico 676,309 279,099 11,839,604 4,653,934

Brazil 1,525 2,443 7,633 10,834

Sweden 1,000 8,152 8,400 48,336

U King 56,610 73,363

Nethlds 250 2,628 1,200 9,451

Germany 110,283 52,082 3,231,004 818,988

Czech 10,800 11,857

Switzld 52,800 15,462

Italy 23,500 15,993

Singapr 47,730 22,404

China 2,173,993 1,147,610 42,288,165 19,375,977

Hg Kong 160,155 89,710

Taiwan 47,104 13,475 49,852 17,809

Japan 10,000 9,137 10,075 11,446

TOTAL 3,020,464 1,514,626 57,817,443 25,203,997

9603404020 Paint Pads (Other Than Of Subheading 9603.30)

December Year To Date

Country Net Q/No. Value Net Q/No. Value

Canada 9,460 4,647

Mexico 2,502 5,845

U King 82,390 84,060

Pakistn 117,200 12,819

Indnsia 2,736 4,321

China 557,267 444,306 9,963,619 6,544,654

Hg Kong 33,600 4,844

Taiwan 59,760 13,688

TOTAL 557,267 444,306 10,271,267 6,674,878

9603404040 Natural Bristle Brushes, Other Than Brushes Of

Subheading 9603.30

December Year To Date

Country Net Q/No. Value Net Q/No. Value

Canada 21,053 19,510 173,588 204,606

Guatmal 21,168 22,864

U King 19,000 43,531 145,876 293,650

Nethlds 324 2,939

Germany 70,562 99,729

Czech 82,395 25,778

Italy 14,947 70,956

Turkey 7,772 31,614 62,520 223,881

Sri Lka 6,192 18,127

Thailnd 1,098,776 629,698

Vietnam 1,276,696 155,543
Indnsia 5,676,426 1,089,892 61,978,208 10,723,954
China 487,092 217,718 6,995,409 1,779,736
Kor Rep 1,500 3,425 1,500 3,425
Taiwan 1,266,242 287,718
Japan 4,600 9,932
TOTAL 6,212,843 1,405,690 73,199,003 14,552,536

9603404060 Paint, Distemper, Varnish/Similr Brushes Exc Brushes
of Subheading 9603.30 NESOI

December Year To Date
Country Net Q/No. Value Net Q/No. Value
Canada 42,257 63,246
Mexico 19,294 30,456
Guatmal 89,350 91,315
Brazil 14,928 10,639
Sweden 622,440 207,752
Norway 534 9,267
U King 57,000 12,792 283,346 174,715
Belgium 213 9,590 25,273 23,427
France 2,102 4,386 3,102 11,366
Germany 8,092 5,392 362,347 321,067
Switzld 3,625 20,150
Spain 1,504 7,897
Italy 564 2,986 46,354 144,876
Greece 138 2,451
Turkey 14,844 42,886 82,968 277,384
India 3,060 2,588 363,038 83,856
Sri Lka 48,960 97,188
Vietnam 31,462 70,669
Singapr 7,719 3,155
Indnsia 3,856,108 748,434 38,720,432 6,668,353
China 12,812,850 3,998,232 179,542,386 57,686,724
Kor Rep 172,486 53,923

• Galvanized & tinned wire for 
brush - broom - mop production

 
• Processed Broom Corn & Yucca

• Wood Broom - Mop - Brush Handles
 

• Craft Broom Corn And Supplies
 

• Other Materials - Broom Twine, 
Broom Nails, Mop Hardware

Supplier of Raw Materials to 
Manufacture Brooms, 
Mops, and Brushes

P.O. Box 14634  •  Greensboro, NC 27415

336-273-3609  800-213-9224  
Fax: 336-378-6047 

E-mail: sales@recaddy.com

We ship by pup or truck load direct from Mexico, 
or LTL/ UPS from our Greensboro warehouse.
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Hg Kong 501,465 63,248
Taiwan 165,628 35,807 2,521,254 830,820
Japan 31,852 61,215 85,125 168,539
TOTAL 16,952,313 4,924,308 223,591,787 67,122,483

9603908010 Wiskbrooms
December Year To Date

Country Net Q/No. Value Net Q/No. Value
Mexico 55,162 57,994
Germany 1,775 10,129
Spain 3,456 6,456
Italy 1,105 4,890
India 4,008 3,819
China 120,776 73,748 594,071 574,195
Hg Kong 1,132 11,496
Taiwan 1,008 2,389
TOTAL 120,776 73,748 661,717 671,368

9603908020 Upright Brooms
December Year To Date

Country Net Q/No. Value Net Q/No. Value
Mexico 34,698 40,066 572,441 666,708
Guatmal 1,170 14,197 129,182 205,944
Hondura 760 7,454
Colomb 33,984 31,965
Brazil 87,953 410,310
Argent 11,568 24,701
Belgium 1,104 6,929

Germany 1,140 19,517

Spain 50,817 89,836

Italy 67,368 80,783 1,170,536 673,125

India 3,000 2,295 3,000 2,295

Sri Lka 51,348 82,289 436,992 856,648

Vietnam 200 12,210

China 797,582 1,017,533 10,024,185 12,703,676

Hg Kong 324 2,771

Taiwan 12,612 61,940

Egypt 55,644 46,025

TOTAL 955,166 1,237,163 12,592,442 15,822,054

9603908030 Push Brooms, 41 CM or Less in Width

December Year To Date

Country Net Q/No. Value Net Q/No. Value

Mexico 54,940 195,264

Spain 10,920 21,171

India 1,224 2,670

Sri Lka 38,422 141,254 415,243 1,493,483

China 22,561 74,350 426,761 1,695,430

Taiwan 1,260 10,599

TOTAL 60,983 215,604 910,348 3,418,617

9603908040 Other Brooms, NESOI

December Year To Date

Country Net Q/No. Value Net Q/No. Value

Canada 234,195 406,771 2,417,963 5,067,803

Mexico 341,100 607,611 4,788,512 7,340,982

Guatmal 140,639 152,867

Salvadr 15,756 15,886 220,059 288,782

Colomb 43,147 86,507 298,072 458,432

Brazil 36,540 61,892 394,002 607,362

U King 4,154 50,809

Nethlds 1,330 2,265

Germany 214 6,307

Czech 39,312 31,689 531,168 497,930

Lithuan 250 5,397

Russia 2,010 6,268 3,010 9,553

Belar 5,000 9,030

Spain 7,525 18,759 140,889

274,889

Portugl 336

5,965

Italy 12,816 13,425 797,747

1,349,173

Turkey 313 8,327

Israel 1,320 2,865

India 40,590 66,474
Pakistn 500 29,200 500 29,200
Bngldsh 60 2,700
Sri Lka 64,704 99,033 1,108,518 1,714,138
Thailnd 10,150 17,526 90,030 163,879
Vietnam 28,341 23,786 126,761 152,848
Phil R 2,090 5,429 2,370 10,788
China 491,160 1,985,346 6,370,499 20,270,410
Kor Rep 2,705 18,261
Taiwan 2,340 5,454 12,627 51,367
TOTAL 1,331,686 3,414,582 17,499,638 38,618,803

9603908050 Brooms, Brushes, Sqeegees, Etc., NESOI
December Year To Date

Country Net Q/No. Value Net Q/No. Value
Canada 1,170,457 23,044,635
Mexico 1,926,392 30,891,933
Guatmal 6,115
Salvadr 219,682
Hondura 1,365,543 15,434,839
Dom Rep 30,184 339,766
Colomb 23,880 1,108,196
Brazil 65,381 596,879
Argent 93,114 278,738
Sweden 31,682 189,549
Norway 23,080
Finland 30,293 287,818
Denmark 217,603 2,227,175
U King 65,974 671,865
Ireland 2,194
Nethlds 250,969 2,890,847
Belgium 56,839 1,199,182
France 5,608 149,918
Germany 241,502 2,553,568
Austria 6,222
Czech 93,218 915,584
Switzld 15,750 355,366
Estonia 16,894
Latvia 23,939 60,474
Lithuan 26,316 381,664
Poland 16,303 431,306
Russia 11,620
Spain 2,659 804,375
Italy 213,035 4,694,514
Slvenia 20,979
Romania 13,557 209,651
Turkey 13,210 93,985
Israel 9,185 302,578
India 12,534 722,693
Pakistn 261,445 4,126,217
Sri Lka 119,349 3,058,035
Thailnd 174,533 3,905,045
Vietnam 15,617 459,905
Malaysa 40,935 317,443
Singapr 8,984
Indnsia 3,083 316,171
Phil R 6,890
China 31,718,583 358,721,590
Kor Rep 106,892 2,289,783
Hg Kong 1,535,350 10,196,676
Taiwan 915,015 13,102,513
Japan 63,966 855,012
Austral 1,446,277
Egypt 18,332 188,830
Rep Saf 2,430
TOTAL 40,988,227 490,145,685

See BBM’s Website For December 2011 
export news and statistics at: 

www.broombrushandmop.com.
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Chairman of the Board of Haviland Corporation, Charles Randolph
(Randy) Haviland, 62, of Westphalia, MO, died Wednesday, February 15,
2012.

Mr. Haviland was born on September 25, 1949, in St. Louis, MO, the
son of Warren E. Haviland and Van Buschart Haviland. His mother sur-
vives in Jefferson City, MO.

He is also survived by his wife, Jan, President and CEO of Haviland
Corp. The couple was married July 10, 1971 in St. Louis. Other survivors
include one daughter, Alice
and (Marcus) Andrews, and
two grandchildren, Mya and
Xavier Andrews. Alice is Vice
President of Strategic Planning
at Haviland Corp., Jefferson
City.

He was a member of First
Presbyterian Church in Jeff -
erson City.

Mr. Haviland was the third
generation of his family to
serve on the ISSA Board of
Directors. His grandfather,
Charles Buschart, was a dis-
tributor in St. Louis, and
Warren Haviland, his father
and founder of Haviland
Corporation, both served on the ISSA Board of Directors. Randy
Haviland served as District 6 Director, Treasurer, Vice
President/President Elect, President, and Past President/International
Director of the International Sanitary Supply Association (ISSA).
During his board term, he was an integral part of several committees
including the Exhibitors, Membership Services, District Affairs,
Membership Development, Executive, and Finance.

As a former Coordinator of the Young Executives Society (YES),
Randy Haviland was the group’s first recipient of both the YES Industry
Special Achievement Award and ISSA’s John H. Plant Membership
Development Award for member recruitment. Randy Haviland also
received the 2000 Jack D. Ramaley Industry Distinguished Service Award
from the ISSA. He was the second generation to receive this award (an
Association “first”). His father, Warren Haviland, received this award in
1979. 

Randy Haviland also served on the Board of the ISSA Foundation, the
charitable arm of the ISSA; and was president, secretary and treasurer for
the Manufacturers Association of Sanitary Supplies, and a former director
of the Sanitary Supply Wholesalers Association.

He was an Eagle Scout and served as a Scout Master for Troop 17 in
Linn, MO. He was a veteran of the United States Marine Corps.

A memorial service with military honors was held February 18 at the
Jefferson City First Presbyterian Church, with The Rev. Dr. Rob Erickson
and The Rev. Dr. David Henry officiating. 

Memorials may be made to the ISSA Foundation. The Dulle-Trimble
Funeral Home was in charge of the arrangements. Those wishing to email
tributes or condolences to the family may do so at www.dulletrimble.com.

Former ISSA President, 
Chairman Of The Board 

Of Haviland Corp., Randy Haviland

OBITUARY

Mount Joy Wire
is a trusted leader
in manufacturing
specialty wire for
a wide variety of
applications, inc -
luding the automo-
tive, aerospace, con-
  struction, agricul-
tural and mar ine
industries. 

All of the com-
pany’s core products, including spring,
brush, and oil tempered wire, are made in
the United States at its Mount Joy, PA,
headquarters, according to company
spokespeople.

Mount Joy Wire’s experienced work
force and in-house technical staff use skill
and precision to create wire products of con-
sistent quality and value. The company’s
total physical testing capabilities include
microscopic analysis and physical testing
conducted by metallurgical experts, guaran-
teeing the highest quality wire designed to
meet the most exacting specifications of
customers. The company says its focus is on
delivering value to every customer through
continuous quality improvement.

Founded in 1991 by experienced wire
manufacturing professional Fred Krieger
and his son, Rick, Mount Joy Wire has seen
exponential growth and success over the
past 20 years. As a result of that growth, the
company has also expanded on a global
scale by entering the European and Asian
marketplace. Mount Joy Wire is led by CEO and President Tom Duff,
VP of Operations Ty Krieger and Plant Manager and Metallurgist Jon
Stine.

For more information, contact Mt. Joy Wire at: 800-321-2305 or
visit www.mjwire.com.

Tom Duff, CEO and
President 

Mount Joy Wire Plant

Ty Krieger, VP of
Operations

Mount Joy Wire Focuses On 
Delivering Value To Customers
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